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Big station is equipped to serve trucks and cars—p. 53 
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Pumping heating oil at 60 gpm speeds deliveries—p. 30 








UNIT BUILT ASSEMBLIES 


assures faster, easier servicing 
and lowest maintenance cost 





COUNTER-Various types of counters: 
Direct reading, automatic quantity 
control, ticket printing, compact 
horizontal —all interchangeable 


BASE PLATE ASSEMBLY inctudes 
adjustor which provides simple dry 
adjustment to increments of 1/20 
of 1% while meter is in the line 
—without loss of liquid 


OUTER CASE~—ali welded steel hous- 
ing provides maximum strength 
and rigidity with minimum weight 
— absorbs normal line shocks, 
pressures, and piping strains with- 
out affecting metering accuracy 


MEASURING UNIT ~— Readily and 
easily removed or replaced with- 
—-— out disturbing existing line con- 
nections. A spare unit takes the 

place of an extra meter 


Accessibility of the four simple unit built assemblies reduces time 

and cost of inspection, cleaning and servicing to a minimum. And 
Brodie Meters require less maintenance, for there are just two moving 
parts in the statically and dynamically balanced measuring element, 
with no metal-to-metal contact to cause wear or repair. For longer 
service life and high sustained accuracy — at lowest maintenance 

cost — investigate Brodie BiRotors today. 


RALPH N. BRODIE CO., INC. - ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S.A. 


MT. VERNON, N.Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 72, CALIF. 
550 Se. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. $401 E. Sheila Street 
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The burning question 


What happens when a charge of gasoline vapor is ignited in an automobile 
engine? What chemical compounds are formed and broken down, what compli- 
cated reactions take place as atoms and molecules perform their dance of heat 
and pressure and power? 


Today nobody truly knows. But until this “burning” question is answered, 


there is an inevitable ceiling on improvements in fuels and engine design. So 
research laboratories all over America are hard at work on the problems of 
combustion. 


At Ethyl’s Detroit laboratories a team of chemists and engineers have special- 
ized on this basic research in combustion for a number of years. In their attacks 


(continued on next page) 
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The burning question 


(Continued from preceding page) 


on the problem, they have developed special instruments for measuring pressures 
and temperature—and for sampling of the mixture in the cylinder. They have 
devised new types of laboratory tests, and already many new facts have been 
obtained—which we have passed along to the petroleum and automotive in- 
dustries. 


Also, because of Ethyl’s unique association with the petroleum and auto- 
motive industries, we have been able to participate in cooperative programs with 
both of them. For here is a problem—or rather a collection of problems—that 
is a match for the combined efforts of a vast number of researchers. 


Someday we will all know what goes on during combustion. It is a dream 
worth working for. But until that day comes, Ethyl laboratories will continue 
its intensive research on “‘the burning question,”’ and supply you the answers 
as they are found. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


= Ethyl supervised road tests of gasolines 
and engines have clocked up more than 
100,000,000 miles—the equivalent of 210 
round trips to the moon. 





Ethyl’s research people alone have a com- 
bined antiknock experience of 5232 years. 
For one man to have all this experience 
Since 1945 Ethyl has distributed nearly he would have to have lived nearly six 
5,000,000 dealer-education pieces to times as long as Methuselah. 
service station dealers and oil company 
personnel to help them sell more of your 
best fuel. 
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. the midwestern scene—another vital part of the petroleum industry! For farm storage: MODERN skid 
tanks, with framework welded to the tank to prevent tipping and relieve frame distortion. Here again 
—MODERN Quality Welded Storage Tanks lead the field—and wherever petroleum storage is needed, 
MODERN tanks meet demands with economy and operational safety! Single or battery—portable or 
permanent—above or below-ground, oil-men specify MODERN Tanks for long-range durability! The 
reason: MODERN means precision engineering, durable construction and years of trouble-free serv- 
ice! If you face petroleum storage problems, there’s a MODERN 
Tank to meet your requirements—and surpass them! On any 
scene in the modern industrial landscape, MODERN Quality 
Welded Storage Tanks fill the bill! It will pay to consult your 
MODERN representative! Write, phone, wire—today! 
Representatives in all principal cities of the United States. 
ITE FOR CATALOG TO 
DERN WELDING CO., INC. 


mec. Modern Welding company 


INCORPORATED 
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2735 Colerain Ave. 
Cincinnati 25, Ohio 
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COMING MEETINGS 


SEPTEMBER 


Petroleum Division of Mar- 
keting, Lubrication Committee, The Tray- 
more, Atlantic City, Sept. 16. 

National Petroleum Assn., Traymore Hotel, 
Atlantic City, Sept. 16-18. 

Alabama Petroleum Jobbers Assn., annual 
convention, Whitely Hotel, Montgomery, 
Ala., Sept. 18. 

Western Refiners Assn., regional 
meeting, Hotel Henning, Casper, Wyo., Sept. 
24-25. 

National Assn. of Oil Equipment Jobbers, 
third annual —, + Nell House, Co- 
lumbus, Ohio, Sept. 

American Society of gre liar Engineers, 
Petroleum Division Annual conference, Rice 
Hotel, Houston, Tex., Sept. 27-30. 


OCTOBER 


Empire State Petroleum Assn., Mark Twain 
Hotel, Elmira, New York, Oct. 5-6. 

Tennessee O11 Men’s Assn., Andrew Johnson 
Hotel, Knoxville, Tenn., Oct, 5-6. 

Virginia Petroleum Jobbers Asen., fall eae 
Roanoke Hotel, Roanoke, Va., Oct. 

California Natural Gasoline Asen., ‘Bu an- 
nual fall meeting, Ambassador Hotel, Los 
Angeles, Oct. 8-9. 

Virginia Oil Men’s Assn., fall meeting, Roan- 
oke Hotel, Roanoke, Va., Oct. 9. 

Ol) Progress Week, Oct. 11- 17. 

Indiana Independent Petroleum Assn., Severin 
Hotel, Indtanapolis, Oct. 14-15. 

Independent Ollmen’s Assn., fal] con- 
vention and annual golf tournament, Bon 
Air Hotel, Augusta, Ga., Oct. 15-16. 

Texas Assn. of Petroleum Marketers, fourth 
annual convention and trade show, Adolphus 
Hotel, Dallas, Tex., Oct. 15-16. 

Independent Petroleum Asen. of America, an- 
nual meeting, Texas Hotel, Fort Worth, 
Tex., Oct. 19-20. 

Seuth Dakota Independent Ollmen’s Assn., 
Pierre, &D., Oct. 19-20. 

Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct. 22-23. 

Pennsylvania Petroleum Assn., Pocono Manor 
Inn, Pocono Manor, Pa., Oct. 25-27. 

Petroleum Credit Assn., annual con- 
ference, Hotel Biltmore, New York;. Oct. 
28. 


Tn. A. A 





s Assn., sixth an- 
nual meeting, Edgewater Beach Hotel, Chi- 
cago, Oct. 28-29. 


National Lubricating Grease Institute, Edge- 
water Beach Hotel, Chicago, Oct, 29-31. 
NOVEMBER 


tot Lat ov 





of Engineers, transporta- 
tion meeting, Conrad Hilton Hotel, Chicago, 
Nov. 2-4. 
Nebraska Petroleum Marketers, Inc., Paxton 
Hotel, Omaha, Nebr., Nov. 4-5. 
jety of Aut ti Engineers, els & lu- 
bricants meeting, Conrad Hilton Hotel, Chi- 
cago, Nov. 5-6. 








Petroleum Institute, 33rd annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Nov. 9-12. 


DECEMBER 
Ol Industry TBA Group, annual national 
and F 


meeting, Chase, Park Plaza, 
Park Hotels, St. Louis, Dec, 7-8, 
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Oil in the Pacific Northwest ...._.__. 17 


The expansion of the Pacific Northwest oil industry is 
going ahead at a fast clip. Demand also is rising. 
The outlook is for keen competition among oil mar- 
keters for these new dollars. 


Features: 


An Oil Heat Sales Program . 30 


An efficient degree-day system, coupled with an ef- 
fective sales and advertising program boosts an oil 
marketer’s heating oil business. Fast delivery equip- 
ment and modern office machines help make his gaso- 
line and fuel oil business profitable. 
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Dry-charged storage batteries have been on the market 
for a year. NPN set out to measure their acceptance 
and found that service station dealers and customers 
alike are giving them more than conditional approval. 


Service for Them All . 53 


Independent’s big, new service station is designed to 
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Behind Our Headlines 


Guess it’s only human nature and is reflected pretty gen- 
erally in other fields, but we tend to be constantly amazed over 
the widely divergent views expressed by our readers to the news 
treatment in NPN. 


Our most recent batch of comments, for example, was 
divided just about 50-50, with one side saying that our publica- 
tion leaned toward the major oil company side of things and 
was “not much help for the small business.” 


But the directly opposite reaction also was volunteered 
that NPN seemed to bow to the jobber and dealer, as against 
the supplier, and has an “unprejudiced attitude to Independent 
dealers who are criticized by the majors so much.” 


Maybe this is good news for us. Maybe this widely split 
reaction is an indication that we have been doing a good job 
of supplying the needs for marketing guidance of both the 
majors and Independents. 


There have been many fervent “amens” from readers of 
NPN’s articles on the ratio of oil to gasoline sales. These 
ratios have dropped alarmingly low, principally because of in- 
adequate sales effort. 


The latest acknowledgment was from R. M. Ward, man- 
ager of the service-merchandising program for the Skelly Oil 
Co. in Kansas City. He notes the “excellent” NPN series and 
underscores the fact there is too little “asking them to buy.” 


Mr. Ward says wonderful results can be had by checking 
the dipstick and then asking: “How far have you driven this 
oil, sir?” He sees the oil gauge as the “best ‘oil divining rod’ 
ever discovered,” for with it “you can really find oil, too.” 


BUSINESS STAFF 
CLEVELAND 


Other 
Platt Petroleum Publications 


Petroleum Processing 
Oilgram News Service 
Oilgram Price Service 
Oil Price Handbook 


TBA Directory 
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Here is colloidal attapulgite,a pure inorganic 
mineral material. Its needle-like particles 
endow Permagel with ideal thickening prop- 
erties for making high quality multi-purpose 


greases .. . and give it the ability to gel a 
wide variety of petroleum base oils and 
synthetic lubricants. 


In introducing this newest member of our 
Attapulgus product family, we’re confident 
that no other thickening agent can offer you 
so many outstanding properties at such low 
cost per pound of finished grease. 

Here are the important properties (con- 
firmed by field tests) which multi-purpose 
Permagel greases have to offer: 

® Excellent low temperature pumpability 
® No melting or dropping points 

® Excellent physical stability (because an 
inorganic agent does the gelling) 

® Outstanding mechanical stability (colloidal 


network is highly resistant to breakdown 
under shear) 


* Exceptional water washing resistance, and — 


*High moisture absorption to prevent 
corrosion 


* Excellent bearing performance 


What’s more, Permagel is absolutely uni- 
form from shipment to shipment, practically 
insuring grease reproducibility. It lends itself 
well to the continuous production of grease 
at high capacity. It permits you to select the 
surfactant best suited to your own needs, 
thus opening the way to better grease, at 
lower cost, with wider process flexibility. 


We’re ready to send you generous samples of 
Permagel for your laboratory evaluation. 
Or perhaps you’d like to take advantage of 
our excellent grease pilot plant facilities by 
sending us your base oil. In either case, our 
extensive technical knowledge is freely offered. 
We'll be happy to work with you. 


ATTAPULGUS Minerals & Chemicals Corperatien 


DEPARTMENT H 


210 WEST WASHINGTON SQUARE, PHILADELPHIA 5, PA. 





Three of a kind... 


AMONG THOUSANDS OF A KIND 


THAT EXTRA SERVICE—for which Standard Oil dealers are 
famous—takes businessman E. Kenneth Horton of Sterling, 
Kansas, to regular meetings of the City Commission. He has 
served his city for a number of years as mayor and commis- 
sioner. As a businessman and city official, Mr. Horton knows 
the value of efficient operation. It helps keep costs down. And 
efficiency in the oil industry helps keep the price of gasoline 
today about the same as in 1925. Only taxes are higher. 


THAT EXTRA SERVICE becomes a habit for businessmen like 
A. Gibson, Jr. of Oshkosh, Wisconsin. Despite a crowded 
business day, Mr. Gibson has found time to serve on the 
board of the Oshkosh Chamber of Commerce, in Commu- 
nity Chest drives, and on other civic projects. In addition to 
being a director of the First National Bank of Oshkosh and 
a prominent automobile dealer, he owns a highly successful 
24-hour Standard Oil service station. 


6 


Turse THREE MEN are successful independent business- 
men. Though they live in different cities and have never 
met, they have much in common. 

They are leaders in their communities, serving their 
neighbors in such activities as government, service 
clubs, scouting, business. They are three of a kind . . . 
three of the thousands of Standard Oil dealers who 
serve you in many ways every day—from helping on 
civic programs to servicing cars. 

These Standard Oil dealers own their own businesses 
... are their own bosses. Before they invested sizable 
amounts of money they decided that they must have 
two things— quality products and a dependable supply. 

They found that Standard Oil and its subsidiary 
companies stress product quality and process develop- 
ment so much that a total of 2,500 men and women are 
employed full time in our research departments. 

They learned that in recent years Standard Oil has 
plowed back two-thirds of its profits into expanded 
facilities all along the line—from drilling rigs to gasoline 
pumps—to assure a steady supply of petroleum products. 

They found, too, a growing demand for Standard 
Oil products. They know that here in the Midwest, 
where you see the Torch and Oval sign, Standard Oil 
dealers serve far more motorists than do any other 
group of dealers. 


Standard Oil Company 


(INDIANA) 


THAT EXTRA SERVICE doesn’t end when businessman W. L. 
Johnson (standing) leaves his Standard Oil service station 
in Watertown, South Dakota. He is president of the Kiwanis 
Club and is a director of the Chamber of Commerce. Such 
teamwork helps a community. And teamwork by more than 
51,000 Standard Oil employees, each backed by an average 
investment of $34,000 in tools and equipment, helps us to 
supply constantly increasing demands. 
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A truck-inounted Purolator 
Micronic filter used for aviation 
fuel. 





Stop trouble before it starts with- 


PurOlator Fitters 


for bulk fuel handling 


A Purolator filter, pedestal type, for large 
capacity fixed installations. Standard models are 
available with flow rates of 300 to 1500 g.p.m., 
handling light petroleum products. 
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Experrence HAS SHOWN that most troublesome 
fuel contamination occurs after the product 
has left the refinery storage tank. 

Protect your customers—and insure continuing good 
will—by installing efficient Purolator* Micronic filters 
at tank outlets and on delivery trucks. Purolator units 
give excellent service in the high-flow filtration 
of gasoline, kerosene, fuel oil and diesel fuel. 

Famous Purolator Micronic* filter elements, 
remove particles as small as 5 microns in size, 
have up to 12 times the filtering area and dirt 
storage capacity of ordinary filters. 

Send for your copy of the new Purolator Industrial 
Catalog No. 1053, describing filter units with flow capacities 
of 15 to 1500 gallons per minute. Reg. U.S. Pat. of 


WoRLOS FINEST , CAL&w FILTER 
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[IVE KEYBOARD 
valional adding machine 


Now, you can add and list without depressing a motor 
bar! On this new National every amount key is electri- 
fied! Simply press the keys you want to add—the ma- 
chine does it instantly! You save up to 50% hand 
motion. 

National’s “feather-touch” action makes it easier than 
ever to press two or more keys at once—more time- 
saving! All ciphers print automatically—-still more time 
saved! Operators like it—they do their work with so 
much less time and effort. 

Printed words cannot explain all the advantages of 
this “Live” Keyboard. You must see it to believe it. See 
it today! 


For demonstration phone nearest National office or National dealer 


“Live” Keyboard plus 8 
other time-saving fea- 
tures combined only on 
National: Automatic Clear 
Signal * Subtractions in red 


,* Automatic Credit Balance 


* Automatic space-up of tape 
when total prints + Large 
Answer Dials * Easy-touch 
Key Action * Full-Visible 
Keyboard, Automatic Ciphers 
* Rugged-Duty Construction. 


a / 7 , 
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4 now you 


can forget 
the motor bar! 


THE NATIONAL CASH REGISTER COMPANY, varron 9,0n10 
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ORDINANCE HURTS—Northwest Petroleum Assn. 
is planning to file suit against one of the most re- 
strictive oil ordinances ever passed by a Minnesota 
city. Adopted by the Austin city council, the ordi- 
nance (which threatens to spread to other Minne- 
sota cities) requires oil jobbers and dealers to get 
annual permits approved ky the fire department. 
Bulk plant fees are $50 for the first tank, and $25 
for each additional tank, with a maximum of $100. 
Service stations must pay $5 for each pump, with 
a maximum of $25. No loading or unloading is per- 
mitted either at bulk plants or service stations from 
trucks exceeding 2,000 gal. capacity between 6 p.m. 
and 6 a.m. All bulk plants must be surrounded by in- 
dustrial fencing. Minnesota oil men describe the 
ordinance as “vicious legislation” and hope to get a 
court ruling overturning it. 


JOBBER EXPANSION—One major company with 
large jobber representation is telling its metropolitan 
area jobbers—those in cities of 250,000 and more— 
that they should plan to build or remodel at least 
two service stations each year. This is necessary, 
the major says, to enable the jobbers to keep pace with 
competition and build up an estate. This company, 
which works closely with its jobbers, is urging those 
in smaller towns to have at least one station—more 
if possible—as modern as any competitive station in 
town. The company realizes many jobbers are hav- 
ing difficulty finding money to finance the type of ex- 
pansion program it recommends. Therefore, the 
company is assisting its jobbers in arranging long- 
term bank loans for expansion. 


12-VOLT CHARGE — Socony-Vacuum is planning 
ahead now to make sure motorists with run-down 
12-volt batteries will be able to get service at So- 
cony stations. Because there are not enough 12-volt 
fast chargers available for all its dealers, the com- 
pany is circulating instructions on how to do an emer- 
gency job on a 12-volt battery by hooking up pres- 
ent 6-volt equipment to three cells at a time. So- 
cony has also made available to dealers a window 
banner advertising 12-volt battery charging. A few 
dealers are already displaying the banners. 


ANOTHER OIL ADDITIVE—A large manufacturer 
of automotive chemicals plans to market soon either 
a motor oil additive or a “reconditioning” (highly ad- 
ditive) oil. Preliminary reports are not too definite 
which it will be. Product would be sold through 
service stations and car dealer shops. 
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LUBE SALE TEST—A Midwest oil marketer has 
decided the die-hard motorist who opposes regular 
crankcase drains can be converted. Recently the 
marketer selected the names of 100 car owners 
known to be hard to sell on regular motor oil changes. 
Each owner was approached and asked for a four- 
ounce sample of oil from his car’s crankcase. —In 
exchange, the car owner would receive one quart 
of new oil free. There were eager takers. The oil 
samples were then tested, and the results of the 
analysis delivered to car owners personally. Once 
the results of the analysis were given the car owners, 
60% agreed on the “ri, *° an oil change. 

; 


STOCKS PRESSURE—With the buildup of gasoline 
stocks on the West Coast, the Independent refiners 
have been the first to feel the weight of heavier in- 
ventories. The majors have the flexibility and the 
relatively extensive storage capacity to accumulate 
inventories without feeling serious pressure, an oil 
economist asserts. The question is how soon the 
majors will regard their stocks as excessive and what 
will they do about it, he says. 


DOUBLE MARKET—It is controversial in the trade 
whether a1 company can promote sales of its motor 
oils through one outlet without affecting volume 
through another type of outlet. Macmillan Petroleum 
Corp., Los Angeles, contends that the sale of one 
of its brands in food supermarkets doesn’t hurt the 
volume of its regular motor oil sold at service sta- 
tions. Macmillan says some people prefer to change 
their own oil. As a parallel, some motorists have 
their oil changed at garages instead of at service 
stations. Macmillan’s experiment is being watched 
with interest to see if supermarket sales react on 
service station sales—for better or worse, or not 
at all. 


DJ UNHAPPY—tThe Justice Department is so far 
from satisfied over the documents and records it 
has received from oil companies named in the oil 
“cartel” civil suit that it may ask the court for 
contempt citation at the Sept. 16 hearing. DJ says 
it virtually has no more records than it had to be- 
gin with—that its files consain more information than 
the companies have supplied. 








TAKE A FRESH LOOK AT 


TIE IN YOUR STATION! Put 








EASIER TO SELL 


because Exide batteries have a reputation for extra high 
performance . . . extra long life . . . complete dependability. 
Selling the Exide line is good business, a repeat business .. . 
a real money-maker. 


THEY STAY SOLD 


because of the high quality raw materials that go into 
every Exide, with rigid inspection to assure top quality 
day in and day out 


Exide batteries give dollar-savers and quality-seekers more for 
their money... and provide good profits for the dealer. 


PRICED RIGHT [ 


TIE IN WITH 
THE SATURDAY EVENING POST AD 


DISPLAY BATTERIES! Put batteries out TEST BATTERIES! Use your Exide 
where customers can see them. Don’t miss a Check Charge Tester. Show motorists 
single sale. the condition of their batteries. Tell 


up reprints of the giant Post spread. 
Be sure your Exide signs are up. 








’em—and you'll sell ’em. 



































FALL BATTERY SALES... 


This Giant 2 Page Color Spread will appear 
in the October 3 Issue of The Saturday 
Evening Post! Tie in! Cash in! 
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IT’S GOOD TO BE AN EXIDE DEALER! ™ 


You sell the best, with the most powerful support in 

the battery industry. Your Exide wholesaler will 

describe other huge benefits for you in the WHEN IT’S AN 
Exide dealership. Call him today! 


THE ELECTRIC STORAGE BATTERY COMPANY 
Philadelphia 2 
Exide Batteries of Canada, Limited, Toronto 


“EXIDE” and “ULTRA START” Reg. T.M. U.S. Pat. Off. .»» YOU START! 
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\ When Customers Come ln 
tor An Engine Oi! Change, 
always say— 


“And til Change 


Your Element,Too’ 
: ee YES! 











Install 
the One That Protects 


More New Car Engines _ 
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Resignation of Dr. Schroeder Puts 
Period to Synthetic Oil-or-Else Era. 


By Glenn M. Green, Jr. 


There is some- 

thing unreal 

about the end of an era. It is hard to 

believe that it is gone, even in the 

face of plain evidence. One ended this 
week in Washington. 

Dr. W. C. Schroeder checked in his 
portfolio .at the Bureau of Mines and 
checked out an academic gown at the 
University of Maryland. He will teach 
in the Department of Chemical Engi- 
neering. He hopes, additionally, to 
employ his special knowledge as a 
consultant with oil and gas firms. 

That special knowledge is in the 
field of synthetic liquid fuels. His 
resignation supplied the period to an 
epoch during which certain political 
figures were hell-bent on having com- 
mercial production of synthetics, here 
and now, even if it meant a complete- 
ly government-financed and operated 
program. 

The oil industry has no basic quar- 
rel with those who predict that some- 
day synthetic plants may be an im- 
portant source of oil products. The in- 
dustry has and will put hard cash 
into synthetics development. But no 
one in the industry believes the world 
will lack crude petroleum in the fore- 
seeable future because of a failure to 
find and develop résérves. A wartime 
disruption of normal supplies is, nat- 
urally, another matter. 


But oil men dispute vigorously the 
contention that commercial production 
of svnthet‘cs can be justified now. 

Just back over the hill a piece an 
Interior Secretary named Chapman 
and various underlings were making 
speeches about how the home-folks 
could get rid of those troublesome 
rocks in the back pasture by making 
the oil industry liquefy them. May- 
be the oil industry could be forced 
into a premature commercial venture 
or maybe the home-folks would in- 
vite the government in. This prosper- 
ity-throveh-synthetics angle made for 
good politics. 

Dr. Schroeder fitted in to the do-it- 
now category. 

Things never went that far but 
they got as far as an oil shale demon- 
stration plant at Louisiena, Mo, Then 
there was an election and: 


1. Congress ordered that plant sold 
on the recommendation of a new In- 
terior Secretary named McKay. It 
tagged $4 million for government syn- 
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thetics work but made it clear it 
wanted the Bureau of Mines to con- 
fine its activities strictly to research 
and experimental pursuits. 

2. A new Assistant Interior Secre- 
tary named Wormser said the oil in- 
dustry can carry on with commercial 
development “when it becomes evi- 
dent” that synthetic gasoline and pe- 
troleum gasoline reach a competitive 
position, 


3. Oil industry people called in to 
discuss the bureau's future synthetics 
program were not greeted with a “if 
you don’t, we will” attitude. They 
were told, incidentally, that the bu- 
reau will make no more synthetics 
cost estimates. 


Dr. Schroeder, promoted meanwhile 
from synthetics branch chief to as- 
sistant director of the bureau, quietly 
resigned Aug. 31 with this comment: 

“Now that the government is out 
of the synthetics development pro- 
gram, I am sure that private industry 
will go ahead with the Louisiana 
plant and the information they gain 
will eventually be passed along to 
the public in the form of patents.” 

Thus, it is more than likely that 
private enterprise, rather than a 
Washington directive, will supply the 
jobber with his synthetics increment— 
when and if. 


The Armed Services Petroleum Pur- 
chesinz Arercy may receive a aues- 
tioning look before long from one of 
the congressional small business com- 
mittees. In the past fiscal year, 
ASPPA awarded small oil companies 
17% of its business — $179,811,976 
worth out of its total purchases of 
$1,038,986. 

But, here’s why Capitol Hill might 
get critical: When it solicited com- 
petitive bids, small firms won 52% 
of the awards ($66,756,623). But on 
contracts which were negotiated, the 
larger firms received 88% of the 
business ~— and $909,730,375 of 
ASPPA’s awards were negotiated. 
Only $129,255,739 were in the compet- 
itive bid category. 

ASPPA never discloses the dollar 
amount of any individual negotiated 
contract. It has its reasons for this 
and. for negotiating some contracts, 
rather than using competitive bids. 
But it might have to spell them out 
for curious congressmen. 
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Airs Tires 
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New features save you time and money! 
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performance high; fast action cuts infla- 
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SUPPLY AND DEMAND 





Primary Gasoline Stocks Still Rising 
As Summer Peak Demand Nears End 


A warning that inventories of 
crude oil and petroleum products w:ll 
exceed year-end torecasts was sound- 
ed last week by H. B. Fell, executive 
vice president of the Independent Pe- 
troleum Assn. of America. 

Mr. Fell told the Interstate Oil 
Compact Commission in Billings, 
Mont., that stocks will exceed by 
50,000,000 bbl. the Aprl forecast 
made for 1953 by the IPAA’s Supply 
and Demand Committee. 

Mr. Fell said he was basing his re- 
vised estimate on continued domestic 
production at the August level, and, 
an increase in imports to 1,100,000 
b/d. 

In April, the committee estimated 
a total of 680,000,000 bbl. of crude 
and products would be in inventories 
by the end of 1953. Broken down, 
the estimate looked like this: crude 
oil, 269,000,000 bbl.; gasoline 140,- 
000,000 bbl.; kerosine, 28,000,000 
bbl.; distillates, 101,000,000 bbi.; re- 
sidual, 50,000,000 bbl.; all other, in- 
cluding natural gasoline, 92,500,000 
bbl. 

Demand is running behind expecta- 
tions, Mr. Fell told the commission, 
while the total new supply is in- 
creas ng 300,000 b/d more than the 
eommittee’s predictions, As a re- 
sult, he warned, inventories at the 
end of the third quarter probably 
will total 738,000,000 bbl.—35,000,- 
000 bbl. more than the committee 
predicted. 


Crude Rung Cut Back—Three large 
refiners—Sinclair, Phillips and Mid- 
Continent Petroleum—have cut back 
their crude runs to stills for Septem- 
ber, the cuts ranging from 3.25% to 
about 17%. Overcupply of products 
across the U. S, was blamed, especial- 


ly the contraseasonal increase in gas- 
oline stocks. 


Days’ Supply Soars—An indicated 
excess of 21,000,000 bbl. of gasoline 
is in primary storage as of Aug. 31, 
1953, assuming days’ supply on Aug. 
31, 1952, is “normal.” A year ago, 
there were 35 days’ supply of gaco- 
line in primary storage. On August 
31, of this year, 41 days’ supply was 
on hand. The current gasoline fore- 
cast demand is 3,500,000 bbl. W th 
six more days supply on hand than 
a year ago, an indicated excess of 
21,000,000 bbl. is shown. Days’ sup- 
ply for principal products is shown 
in the following table: 


Aug. 31 Ju'y31 Aug.31 
1953 1953 1952 


Finished & unfinish 

GRORTEMS. «ski cwcccsnns 40 35 
Kerosine 95 88 
D'stillste fuel oil 78 76 
Residual fuel oi) 32 34 

Bureau of Mines revised total demand fore- 
east figures for third ard fourth quarters 
1953 have been used by NPN to cover period 
three months ahead in calculating days’ sup- 
ply of primary stocks (API data) shown for 
Aug. 31, 1953. Comparative figures for pri- 
mary stocks at end of preceding month were 
calculated from B. of M. revised forecast for 
third and fourth quarters 1953 and API data. 
Comparative figures for 19*2 date shown were 
calculated from Bureau of Mines actual stocks 
figures for date shown and actua] consumption 
fieures for period three months beyond that 
date, 


Still Going Up—American Petro- 
leum Institute’s weekly statistical 
report bears out report that gaso- 
line stocks in primary storage are 
unseasonally high wth the end of 
the touring season still to come. 

API reported that in the week end- 
ed Aug. 29, gasoline ctocks rose 
nearly 1,000,000 bbl. In addition, 
stocks of all other principal products 
showed guins and crude runs to stills 
in U. 8, refineries were up 125,000 
bbl. (see summary below). 


The Bureau of Mines, in their 


Summary of API Report on Refining Operations 
(U.S. Totals — B. of M. Basis) 


Production 


Crude runs—daily avg. 
Foreign crude included . 
Percent Operated . 
Gasoline . 


Kerosine 
Distillate fuel oil . . 
Residual fuel oil .. 


. .143,287,000 


... 116,568,000 
... 60,912,000 


Week 
Ended 
Aug. 29 


7,234,000 
620.000 

93.9 
24,848,000 
.. 2,241,000 
. 10,397,000 
8,839,000 


Week 


Aug. 22 
(figures in bbls.) 


Swh os 
sieee8s 
2232°32 


9 
Pehiti + 


E 
: 


yt: 
Ad 
£2 
338 
$$4++ 


s 
i 


forecast for September, said that re- 
fined petroleum products in storage 
may rise 39,000,000 bbl. by Septem- 
ber 30, to a total of 448,000,000 bbl. 


The bureau made these estimates 
for September: domest’c crude oil 
demand, 6,470,000 b/d, compared with 
6,370,000 b/d forecast for August; 
gasoline demand. 110,000,000 bbl.; 
gasoline yield, 44.8%, and total crude 
runs 7,050,000 b/d. 

The bureau said a comparicon of 
the first half of 1953 with the same 
period a year ago showed a pain of 
6.5% in total demand, a decline of 
1.4% in exports and an increase of 
7% in domestic demand. 


Imports Increase—Total U. S. im- 
ports of crude oil and products in- 
crea~ed 235,300 b/d in the week end- 
ed Aug. 29 over the previous week, 
accord ng to the API report. East 
of California, imports ro-e 316,900 
b/d, while California imports de- 
clined 81,600 b/d. Table of all im- 
ports shows: 


Week 
Ended 


Wek 4 Weeks 
Ended Ended 
Ang. 22 Aug. 29 
Fast of California: bbl. per day 

Crude oil 2% 3 41409.200 

Residual fuel oil 206 £00 

Dist‘late fuel oil 21.700 

10.700 

10.300 


689,700 


826,700 


Gasoline Consumption — The API 
reported June gasoline consumption 
estimates for s'x additional states 
(in thousands of gallons): 

dune June 
1952 


California .... 399,143 
Delaware RF 10.370 
555 


ta 
Wisconsin 


World Output Down—World crude 
oil product’on averaged 12,785,000 
b/d in February, according to the 
Bureau of Mines—31,000 b/d below 
the January averare. 1. S. produc- 
tion, however, increased. 

Despite a decline in Iraq and 
Kuwait, Middle East production av- 
eraged 2,308,000 b/d. Crude im- 
ports into Western Europe dropped 
4.3% and crude exports from the 
Middle East climbed 1.5% from Jan- 
uary. World crude runs to still av- 
eraged 11,491,000 b/d, a slight de- 
cline. 

Crude oil production in Kuwait 
during July slipped to 3,652,342 tons 
(about 871,849 b/d) from June’s 
record of 3,684,978 tons (about 900,- 
177 b/d), according to the Gulf Oil 
Co. report for Kuwait Oil Co., Ltd. 
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HOT OR COLD... 


For a full range of 
engine operation... 


a full range of 
SANTOLUBE Oil Additives 


Santolube additives can be blended with your 
base stocks to help them meet requirements 
of “hot” engine operation of trucks and 
heavy duty equipment, or “cold” engine 
operation of passenger car service—or both. 
This is just one of the ways in which 
Monsanto Santolubes can help. Other 
Santolubes have been specifically developed 
to fight corrosion, inhibit oxidation, keep 
engines clean and reduce engine wear. 
Santolube: Reg. U. 8. Pat. Off. 


SANTOLUBE 


MONSA ANTO 


\s\ 


SERVING INDUSTRY... WHICH SERVES MANKIND 


Like to know more about Santolube oil additives? Write 
for information to MONSANTO CHEMICAL 
COMPANY, Organic Chemicals Division, 

800 North Twelfth Boulevard, St. Leuis 1, Missouri. 
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STORE 
YOUR BULK 
LIQUIDS 


“ 


“a A 
Maintain a constant, reserve supply at this 600 acre, 2,520,000 barrel, bulk 
liquid storage terminal with three pipeline connections, adjacent to Philadelphia. 


Save operating and distribution costs. Let us coordinate, in one operation, 
your storage with your shipments by tankers, barges, tank cars or motor trans- 
ports. Take advantage of this unusual facility in the heart of Delaware Valley. 


TANK CAPACITié 120,000 AND 150,000 BARRELS 


GRAVER EXPANSION AND FLOATING ROOFS 


BLENDING EQUIPMENT FOR VISCOUS LIQUIDS 


RECEIPT AND DELIVERY BY TANKER, PIPE LINE, BARGE, TANK CAR 
AND MOTOR TRANSPORT 


MARINE BERTH DEPTH 40’ M.L.W. RECEIVING CAPACITY 24,000 
BARRELS PER HOUR 


SUBJECT TO PRIOR COMMITMENTS AND DEFENSE REQUIREMENTS ‘ 
LEASES TO BEGIN MARCH, 1954 NOW BEING NEGOTIATED. 


Address inquiries to the company's construction office 
10 Union Avenue, Bala-Cynwyd, Pa. * Welsh Valley 4-0300 


TINICUM TERMINOIL, INC. cccawant county, pa. 
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NEW REFINERY —11,000 b/a 
Stondoard Oil Co. of B.C. 
Vancouver (Burnaby), B.C. 
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EXPANSION —to 22,500 b/d 
( Existing Piont— 12,000 b/s) 
Imperial Oi! Co. 
Vancouver (loco), B.C. 
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TRANS MOUNTAIN OIL PIPELINE 
7i8 Mi.-EOMONTON to VANCOUVER 


Ultimate Capacity - 300,000 b/a EDMONTON 














EXPANSION -— to 15,000 b/d 
(Existing Plant - 8,000 dA) 
Shell Oil Co. of Canada 

Vancouver (Shel iburn), B.C. 











EXISTING PLANT-8,350 b/d 
Stondoard Oil Co. of B.C. 
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Voncouver (Burnaby), B.C. 








NEW REFINERY- 50,000 b/s | 


Shell Oil Co. 
Anacortes, Wash. 


NEW REFINERY 35,000 b/s 
General Petroleum Corp. 
Ferndale, Wash. 
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EXISTING PLANT- 3,500 bt 
Americon Bitumols and Asphoit 


EXISTING PLANT— 3,000 b/4 
Union Oil Co. of California 
Edmonds, Wosh. 


MISSOULA 
HELENA 
i From BILLINGS 
PORTLAND . 
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SALT LAKE 








Richmond Beach, Wash. 





EXISTING PLANT -4,200 b4 
Americon Bitumoals and Asphalt 


PIPE LINE 


EXISTING PLANT- 5,500 bés 








Portiand, Ore. 





Phillips Petroleum Co. 











Spokane, Wash. 
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New refineries and pipe lines supply products to make the Pacific Northwest . . 


A New Frontier for Oil Marketing 


The Pacific Northwest oil industry is booming. 


This has 


brought. about some important decisions regarding marketing, trans- 


portation and refining. 


A year ago, NPN published a special report on the area’s out- 


look (Aug. 13, 1952, p. 56). 
visited the Northwest again. 
pening. 

* 


BY FRANK BREESE 
NPN Staff Writer 


Who's going to get the oil business 
in the ever-expanding Pacific North- 
west market? This year it amounts 
to about 285,000 b/d. 

Historically, this area—British Co- 
lumbia, Oregon and Wi: 
has been dominated by the seven 
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This summer our West Coast editor 
Here is his report on what is hap- 


* 


West Coast majors. These are Stand- 
ard of California, Shell, Union Oil, 
General Petroleum, Texaco, Richfield 
and Tide Water Associated. 

Transportation has been one of 
the big problems. Coastal areas were 
reached by tankers, but eastern 
Washington and Oregon have had to 
be served by barge, truck transport 
and rail shipments. 


Now this distribution system is un- 
dergoing a change. Pipe lines are 
being laid and refineries are being 
built to assure adequate supply. 


All is not smooth sailing for the 
West Coast majors. Competition is 
springing up with the development 
of the Rocky Mountain oil industry. 
Non-West Coast companies have in- 
vaded the Inland Empire (eastern 
Washington and Oregon) and seem 
interested in pushing to the coast. 


Strongest contenders appear to be 
Carter Oil Co., a subsidiary of Jersey 
Standard; Continental Oil Co.; and 
Phillips Petroleum Co, Utah Oil Re- 
fining Co. also has announced its in- 
tention of dipping into the Washing- 
ton market. 

Before the Williston Basin discov- 
ery in 1951, Carter had planned to 
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market in the Dakotas with products 
from its 20,000 b/d refinery in Bil- 
lings, Mont. The Dakotas now have 
their own crude oil sources, and 
Standard of Indiana decided to build 
a refinery in Mandan, outside Bis- 
marck, N. D. 

Check-mated, Carter reversed its 
direction and reeks outlets in the 
Pacific Northwest as well as through- 
out the Rockies. 

Sub-divided—tn effect, there are 
three marketing zones in the Pacific 
Northwest: British Columbia, the 
U. S. West Coast and the Inland Em- 
pire. 

They are divided into five market- 
ing centers: Vancouver, for British 
Columbia; Portland and Seattle, on 
the coast; and Pasco and Spokane, 
in the Inland Empire. 

In British Columbia, the principal 
marketers are British-American, Im- 
perial Oil Co. (Esso brand, Jersey 
subsidiary), McColl-Frontenac (Tex- 
aco brand) and Standard of British 
Columbia (Chevron brand, Standard 
of California subsidiary). 

On the coast, principal marketers 
are the seven majors. 

In the Inland Empire are the seven 
West Coast majors, Carter, Continen- 
tal and Phillips, plus two strong re- 
gional comp*#nie"—H. Earl Clack Co. 
and True’s Oil Co. 

Standard of California now has the 
biggest share of the Pacific North- 
west market. State gasoline gallon- 
age tax figures, a guide to the mar- 
keting position of competitors, rank 
the majors in this order in Washing- 
ton and Oregon: Standard, Shell, Un- 
ion Oil, General Petroleum, Texaco, 
Richfield and Tide Water Associated. 

Representative state tax reports 
credit the majors with the following 
taxable distribution of gasoline for 
May, 1953, in gallons: 


Oregon Washington 


12.383,780 11,996, 752° 
Shell . . 730.343 
Union 5,329. ,064,909 
General Petroleum . ‘ . 68,934 


Texaco 4.090.493 5.449.773 
Richfield 3,965,550 5,216,821 
Tide Water 


Associated 3,866,510 3,645,906 
42,828,601 48,973,438 


* The report lists 2,400,088 gal. in the name 
of Signal Oil Co., a division of Standard. 


Standard of 
California 





Oregon’s taxable gasoline gallon- 
age total for May was 46,634,564. 
Washington’s was 63,696,242. 


The Supply-Demand Picture 


Here’s the way the current supply- 
demand situation lines up. This year 
the Pacific Northwest has been con- 
suming about 285,000 b/d of oil prod- 
ucts. All of it has been shipped in 
from California except for some 
30,000 b/d piped and trucked in from 
the Rockies. 

But this picture will change. By 
1955 the Pacific Northwest will rely 
on California for only a third of its 
petroleum needs. 

Existing refineries have been proc- 


essing 44,500 b/d, and they have been 
getting most of their crude from 
California. Subtracting this amount 
and the 30,000 b/d from the Rockies 
leaves 210,500 b/d of finished prod- 
ucts that must be shipped in. 

By 1955, there will be 198,000 b/d 
of crude available for Trans Moun- 
tain’s Edmonton-Vancouver pipe line, 
according to a Canadian Bechtel es- 
timate. The line’s capacity is to be 
stepped up to 150,000 b/d, later 
200,000 b/d and ultimately, 300,000 
b/d. 

By 1955, refining capacity in the 
Northwest will be 158,050 b/d; pipe 
line output, at least 32,500 b/d—a 
total of 190,550 b/d. 

But demand in that area will be 
313,296 b/d in 1955, according to a 
study made by the Stanford Research 
Institute. 


New Refineries—Three new refin- 
eries will be completed by 1955 and 
two existing plants will be enlarged. 
This new capacity will equal 113,500 
b/d. The expansion is being carried 
out by five oil companies as follows: 

General Petroleum has begun con- 
struction on a 35,000 b/d refinery at 
Ferndale, Wash. 

Target date for completion of the 
$35 million plant is Nov. 1, 1954, and 
it is expected to go on stream by 
the end of 1954 or early 1955. It will 
be the first large, modern refinery in 
the territory. 

Located 12 miles below the Cana- 
dian border on an 850-acre site fac- 
ing Puget Sound in Whatcom Coun- 
ty, the plant will receive crude oil 
from a spur of the Edmonton-Van- 
couver pipe line. 

GP expects the plant to produce 
around 16,300 b/d of gasoline, 10,000 
b/d of Diesel and stove oils, and 
6,200 b/d of fuel oil. 

Shell Oil has selected Anacortes, 
Wash. as the site for a 50,000 b/d 
refinery. 

No completion date has been an- 
nounced. But the first unit is ex- 
pected to be in operation sometime 
during 1955. Shell said it has ear- 
marked $75 million for the project. 


Canadian Plant—Standard of Cali- 
fornia is about to start construction 
on an 11,000 b/d refinery at Van- 
couver, B. C. 

Standard said the plant will be fin- 
ished by the end of 1954 at a cost of 
$10 million. It will be built next to 
the company’s present 8,350 b/d re- 
finery, near the western terminal 
of the Edmonton-Vancouver crude 
line. 

Construction and operation are un- 
der Standard Oil of British Colum- 
bia, a subsidiary. 

Standard of California still has 
2,000 acres 20 miles north of Seattle, 
acquired last year for $900,000 as a 
possible refinery site. It is suitable 
for tankage and distribution as well 
as a refinery site. 

The two other British Columbia re- 
finers—Imperial Oil] Co. (a Jersey 


Standard subsidiary) and Shell—have 
begun enlarging their throughput ca- 
pacity by 17,500 b/d between them— 
Imperial, from 12,000 b/d to 22,500 
b/d; Shell, from 8,000 b/d to 15,000 
b/d. 


Canceled Out—Union Oil scrapped 
its plans for putting up a refinery 
after optioning some land. It dropped 
the options and sold its 100,000 shares 
in the Edmonton-Vancouver line (for 
a neat profit of $3,200,000: purchase 
price — $1,000,000; sale price — $4,- 
200,000). 


Subsequently Union bought 10% 
interest in the Billings-Spokane pipe 
line. 


An independent firm identifying it- 
self as Pacific Oil and Refining Co., 
formed by a Midwest group, reported 
in January that it was planning to 
build a 10,000 b/d refinery at Ta- 
coma, Wash. Since then, however, 
the project appears to have cooled 
off. Idea was to establish a source 
for Independent marketers, relieving 
them of their dependence on major 
company suppliers. 


The other three West Coast ma- 
jors—Richfield, Texaco and Tide Wa- 
ter Associated—have said nothing 
about plans for building refineries in 
the Northwest. 


Richfield does have 50,000 shares 
in the Edmonton-Vancouver line. 

Texaco and Tide Water have no 
visible interests in current pipe line 
and refining projects in that terri- 
tory. 

In the Rockies—Meanwhile, a size- 
able refining industry has been build- 
ing to the east in the Rocky Moun- 
tain states. 

Capacity in the Rockies is roughly 
236,100 b/d (Colorado, 22,000 b/d; 
Montana, 53,100 b/d; Utah, 67,000 
b/d; and Wyoming, 94,000 b/d). It 
is distributed as follows: 


Montana—<At Billings are Carter 
Oil, 20,000 b/d; Conoco, 8,000 b/d; 
and Farmers Union Central Ex- 
change, 9,500—total, 45,000 b/d. 
Northern Montana refineries include: 
Texaco, 7,500 b/d; Union Oil, 3,500 
b/d; and Phillips, 2,800 b/d. 


Wyoming—In central Wyoming are 
Standard of Indiana, 15,200 b/d; Tex- 
aco, 15,000 b/d; Socony Vacuum, 
6,600 b/d; Sinclair, 25,000 b/d; and 
Conoco, 3,400 b/d. To the north are 
Husky Oil Co., 5,000 b/d; and Ohio 
Oil, 6,000 b/d. South—Frontier Oil 
Co., 12,100 b/d. In eastern Wyoming 
are Cooperative Refinery Assn., 2,000 
b/d; and Sioux Oil Co., 2,500 b/d. 


Utah—In Salt Lake City are, Utah 
Oil Refining Co., 26,000 b/d; Salt 
Lake Refining Co., 24,000 b/d; Phil- 
lips, 14,000 b/d—total, 64,000 b/d. 

Colorado—In Denver are Conoco, 
7,500 b/d; Bay Petroleum Co., 5,000 
b/d; Oriental Refining Co., 5,000 b/d; 
Empire Petroleum Co., 2,000 b/d; and 
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Skelly, 1,500 b/d. In the south is 
Oriental, 1,100 b/d;—total, 22,300 b/d. 


The Transportation Outlook 


More products pipe lines will pump 
oil into the Pacific Northwest from 
the Rocky Mountains next year. 

Spokane, capital of the “Inland 
Empire,” will be served by two pipe 
lines. Previously, it has been supplied 
by truck and trailer transports. 

A 30,000 b/d products pipe line 
will be built between Billings, Mont., 
and Spokane, Wash., by the Yellow- 
stone Pipe Line Co. It is jointly 
owned by four groups. They are: 
Continental Oil Co., 40%; Interstate 
Oil Pipe Line Co., 40%; Union Oil 
of California, 10%; and the H. Earl 
Clack interests, 10%. Mr. Clack is an 
Independent jobber in the eastern 
Washington-Idaho area. 

The 8-inch line is scheduled for 
completion during the summer of 
1954 at a cost of $20 million. Ulti- 
mate capacity will be 50,000 b/d, 
said Yellowstone. Conoco and Carter 
terminals to be built at Spokane and 
at Bozeman, Helena and Misroula, 
Mont., are slated to be in operation by 
the end of this year. 

Output at Spokane will run be- 
tween 10,000 b/d and 15,000 b/d at 
the beginning and be scaled higher 
as demand requires. 

A Second to Spokane—A _ 15,000 
b/d pipe line is being built between 
Pasco, Wash., and Spokane by Salt 
Lake Pipe Line Co., a subsidiary of 
Standard of California. 

The 135-mile, 8-inch line is sched- 
uled to be finished Oct, 1 at a cost 
of $4 million. It will carry two grades 
of gasoline and several grades of 
heating oil. The products will be 
brought to Pasco through the com- 
pany’s pipe line from Salt Lake City 
and by barge up the Columbia River. 

It is also significant that the two 
pipe lines will carry about 25,000 b/d 
of products to Spokane. Present de- 
mand of the Spokane market is 
19,500 b/d. So a potential surplus 
is in sight. 

Salt Lake Pipe Line Co. is boost- 
ing the capacity of its Salt Lake- 
Pasco line to 42,500 b/d. Output at 
Pasco will be 22,500 b/d. 

The project, which will cost $1,700,- 
000, is already under way. The 566- 
mile steel artery is of 8-in. pipe from 
Salt Lake to Adams, Ore., and 6 in. 
the rest of the way. 

When finished nearly three years 
ago its capacity was 22,000 b/d. La- 
ter a parallel line was laid between 
Salt Lake and Boise, Idaho, lifting 
the Salt Lake-Boise capacity to 39,- 
500. b/d. Recently the flow from Salt 
Lake has been 37,000 b/d with ap- 
proximately 17,000 b/d going on to 
Pasco. 


New Stations—Expansion includes 
a new pump station at Huntington, 
Ore.; more pumps at Juniper, Idaho, 
and Baker, Ore., pumping stations; 
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PIPE LINES are playing a major role in the Pacific Northwest oil development. 
This photo shows pipe being laid for the Trans Mountain crude line between West 
Canadian fields and Vancouver refineries 


40 miles of additional 6-inch line be- 
tween Adams and Pasco; and five 
12,500-bbl. tanks at Boise. 

The lines from Billings and Salt 
Lake will have a combined capacity 
of 72,500 b/d next year. About 
32,500 of it will go to the Pacific 
Northwest, the rest being drawn off 
for intermediate markets. 

In late September, crude oil from 
the rich west Canadian fields will be- 
gin flowing 718 miles into Vancou- 
ver, B. C. through the Trans Moun- 
tain line at the rate of 75,000 h/d. 
The flow will be increased to 120,000 
b/d in October and to 150,000 b/d 
next year, said Trans Mountain. 


Crude Production 

The near future promises outlets 
for both the West Canadian and Cali- 
fornia producers. But if surpluses 
start bulging, there will be lively 
competition between California and 
Canadian producers. 

Even the oil prospectors, who have 
just about written off Washington 
as a land of false hopes, are taking 
another look. 

Production has been rising so rap- 
idly in the Rockies that oil men have 
more crude to sell. The refineries 
have greater capacity but even this 


cemand does not consume all the 
crude production. 


The following table shows how pro- 
duction has risen in the past year 
(in b/d): 


Week ended 
duly 25, 1953 
110,200 
35,950 

4,400 
236,700 


Week ended 
July 26, 1962 
82,600 
26,700 
4,300 
184,000 


Colorado 
Montana 
Utah . 

Wyoming 


383,250 297,600 
Another factor in the energy situ- 
ation is natural gas. Three groups 
are still jockeying to serve the mar- 
ket, but hearings have delayed ac- 
tion toward constructing a pipe line 


Ceramic, glass and fertilizer com- 
panies have said they will settle in 
Washington when natural gas is 
available. There should be plenty of 
market for both natural gas and fuel 
oil for years to come. 


So this fast-growing region has 
this windfall in store: An overland 
source of crude oil, a large-scale re- 
fining industry, a much larger over- 
land supply of finished products and 
the possibility of a petrochemical in- 
dustry. As soon as the legal red-tape 
is snipped, it will have natural gas 
and the industries it will attract. 
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Conoco to Sell TCP Gasoline 


TCP will be added to a second 
major brand of gasoline on Septem- 
ber 11. Through special arrange- 
ment with Shell, this new gasoline 
additive will be introduced in Co- 
noco’s premium gasoline at that time. 
Conoco operates mainly in Midwest- 
ern, Rocky Mountain and Southwest- 
ern states, where Shell has limited 
distribution. 

Conoco plans to spend a million 
dollars on advertising to launch its 
sale of TCP gasoline. The biggest 
part of the advertising campaign will 
be in 1,000 daily and weekly news- 
papers. In addition, Conoco will in- 
tensify its outdoor, radio, and tele- 
vision advertising. 

TCP was first developed to pre- 
vent spark plug failure in Air Force 
bombers. Later it was adapted to 
automotive use and was found to 
give engines more power and greater 
fuel mileage. 

TCP improves gasoline in two 
ways, says Harry J. Kennedy, vice 
president in charge of Conoco’s mar- 
keting. First, it neutralizes spark 
plug deposits that cause short-cir- 
cuiting and misfiring. Second, it 
changes chemically the deposits in 
combustion chambers that cause pre- 


GENERAL SALES OF FICE 


ignition knock with resultant power 
loss. 

TCP gasoline will be sold in Co- 
noco stations in 23 states: Arkan- 
sas, Colorado, Idaho, Illinois, Indiana, 
Iowa, Kansas, Kentucky, Louisiana, 
Michigan, Minnesota, Mississippi, 
Missouri, Montana, Nebraska, New 
Mexico, North Dakota, Oklahoma, 
South Dakota, Texas, Utah, Wiscon- 
sin and Wyoming. 


North Carolina Jobbers 
Urge Sales ‘Policing’ 


The North Carolina Jobbers As- 
sociation has gone on record in favor 
of a service charge for small deliv- 
eries of gasoline and fuel oil to con- 
sumers and against sales by jobbers 
outside their own territories at “low” 
prices. 

Jobbers also approved a resolution 
calling on Association President Sterl- 
ing B. Wooten to appoint a committee 
for study of the percentage margin 
issue. The report is to be prepared 
in time for the Association’s Nov. 
18 meeting. 

Regarding service charges on small 
deliveries, the association resolved 


wae: .™. the servicing of small 
consumer accounts has reached such 
proportions that it is uneconomical 
for the jobber and unfair to retail 
dealers, and that the marketing seg- 
ment of the petroleum industry in 
North Carolina is suffering from this 
widespread practice. . .” 


In this resolution, the association 
urged that: “. . . supplying compan- 
ies, jobbers and others .. . analyze 
their operations in connection with 
small consumer accounts and .. . take 
whatever action may be advisable to 
place such business on a sound, eco- 
nomic basis, and to establish such 
bases for handling these accounts that 
there will be no discrimination against 
legitimate dealers who handle petro- 
lum products at the retail level.” 


The association recognized that 
existing freight rates sometimes make 
it profitable for jobbers, transporters 
and commission agents to make sales 
of petroleum products outside their 
own territories, at prices lower than 
the established tank car price plus 
freight. They condemned this prac- 
tice in a formal resolution and re- 
quested each supplying company to 
endeavor to police its own jobbers and 
commission agents. It also requested 
that all such instances be reported to 
the supplying company and to the as- 
sociation. 


Service 


TO GIVE YOUR CUSTOMERS... 
TOP LUBRICATING PERFORMANCE 
IN ALL KINDS OF WEATHER! 


Yes, you can give your customers an oil 
that will lubricate car, truck and tractor 
motors thoroughly, winter, summer. spring 
or fall...temperatures make no difference 
to Champlin Heavy-Duty HI-V-I, Mil-0-2104 
in the can with the wide blue band. Highly 
heat resistant, Heavy-Duty HI-V-I motor 
oil gives a dependable film of protection 
to engines operating under severe service. 


Recommended by the American Petroleum 
Institute for services MM-MS-DG, HI-V-I 
does a better job of lubrication! Your cus- 
tomers will find it habit-forming! 


ENID, OKLAHOMA 


Complete warehouse stocks of HI-V-I 
motor oil are available at: Enid and 
Oklahoma City, Oklahoma; Superior, 
Omaha; Grand island and Lincoln, 
Nebraska; Hutchinson, Kansas; Mason 
City and Rock Rapids, lowa; Denver, 
Colorado, and Amarillo, Texas. 
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Documents Sought 
In Antitrust Suit 


Seven major West Coast oil com- 
panies may be required to produce 
documents relating to an action 
brought against them by George F. 
Moore, former service station opera- 
tor in Seattle. 


Moore filed suit with U. S. Dis- 
trict Court in Seattle, last October, 
charging violation of antitrust laws. 


He claimed that he was compelled 
to close down his truck station be- 
cause he couldn’t get products from 
supplying companies. In his suit, he 
named: General Petroleum, Richfield, 
Shell, Standard of California, The 
Texas Co., Tide Water Associated 
and Union Oil of California. Moore 
alleged they “control distribution and 
marketing of all gasoline in Wash- 
ington and have engaged in and car- 
ried out a conspiracy to eliminate 
competition .. . stabilize prices... 
restrain trade and monopolize inter- 
state commerce.” 


Localized divorcement, aimed at re- 
moving the companies from reseller 
competition, was requested in an 
amended complaint. 


The motion includes 115 designated 
documents, including price books, and 
minutes of the Fair Practices Assn., 
Independent Refiners Assn. and the 
Conservation Committee of California 
Oil Producers. 

Another motion, expected to be 
filed shortly, will ask a number of 
questions relating to the documents. 


Small Business Low 
In U. S. Oil Buying 


According to the Armed Services 
Petroleum Purchasing Agency, small 
business got a 17% chunk (in dollar 
value of the military's petroleum 
purchases during the fiscal year 
ended June 30, 1953, a 4% increase 
over fiscal 1952. 


There were 3,421 successful bid- 
ders for the military’s $1,038,986,114 
petroleum business, ASPPA said. Of 
these, 1,991, or 58%, were classed as 
small business and 1,430, or 43%, as 
large business. Small business firms 
were awarded contracts totaling 
$179,811,976 and the large firms, 
$859,174,138, or 83%. 

Awards on aviation fuels and stor- 
age and bulk fuels accounted for 
most of the spread. 


Some 314 small concerns bid suc- 
cessfully for $75,800,678, or 12%, on 
avgas contracts, while 595 large firms 
won $554,245,519 worth, or 88%. 


On bulk fuels, 33 smaller suppliers 
received $25,654,827 worth of con- 
tracts and 169 large suppliers were 
granted $220,965,872 in awards. 


The major part of ASPPA’s busi- 
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ness was conducted on a negotiated 
bid basis—$909,730,375 as compared 
with $129,255,739 in advertised com- 
petitive bidding. 

In competitive bidding, 1,274 small- 
er concerns won 52%, or $66,756,623 
of the awards, while 24 bigger com- 
panies accounted for 48%, or $62,- 
499,116. 

In negotiated bidding, 1,019 larger 
firms received 88%, or $796,675,022 
in contracts, while 717 smaller firms 
were successful in 12% of the con- 
tracts for a total of $113,055,353. 

On greases, oils and packaged prod- 
ucts, 323 small firms got 42% of 


the awards, or $20,144,448, and 261 
larger ones received 58% 

Shore and marine fuels showed 
1,321 small firms got 51% of the 
awards, or $58,212,023. 


FTC Backs Reduction 
In Economic Staff 


The Federal Trade Commission has 
approved Chairman Edward F. How- 
rey’s action in ordering a reduction 
in force—which meant the ouster of 
some staff economists who have par- 
ticipated in oil matters. 


The majority decision overrode 


SAVE wz VIKING PUMPS 


USE ALL-WEATHER 
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NO PUMPHOUSE NEEDED! 


Eliminate 
$750 to $1000 BUILDING 


Mount Viking Pumps Outside 44. with No Protection Needed! 


Either winter or summer, no protection is needed for Viking 
all-weather single or twin units. 


Made for pumping all types of petroleum and chemical 
products from the very lightest to the most viscous. 


Out door units add safety to the pumping job as well. No 


fumes to collect. 


Neater and handier to use. 


No cramped quarters creating 
hazardous and unsightly conditions. 


Makes possible easier 


and less costly piping arrangements. 


In every way you save with Viking All-Weather pumps. 


Ask for bulletins B400R & 
SP223CR today. 


ITAL Te 


PUMP COMPANY 
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Commissioner Stephen J. Spingarn’s 
protests that the chairman had acted 
beyond his authority and was delib- 
erately trying to scuttle the econom- 
ic staff, 

Mr. Howrey said the reductions 
were necessary to meet the budget 
and that he did have the authority. 
He has said previously that he 
planned to strengthen the Bureau of 
Economics. 

Among economists due to be re- 
leased or reduced in rank were: 

Roy Prewitt, who is said to have 
done the “lion’s share” of the work 
on the “oil cartel” report, particular- 


ly the pricing part. He has been 
with FTC 12 years. 

Irene Till, considered one of the 
“New Deal” group. She has been 
with a number of government agen- 
cies and once wrote a report con- 
tending that premium-grade and reg- 
ular-grade gasoline were the same, 
and that customers were being “de- 
frauded.” At FTC she has done some 
work on oil matters. 

William S. Johnson, who has 
worked on oil pricing matters at 
FTC, and is said to be an advocate 
of the steel industry pricing formula 
for the oil industry. 
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News in Brief 


Esso Builds Plant—Esso Standard 
is building an $850,000 blending and 
canning plant in Charleston, S. C., 
with an annual throughput capacity 
of 235,000 bbl. finished products and 
base stocks for automotive and in- 
dustrial oils. Under construction are 
a warehouse, offices, storage tanks 
and two 10-inch pipe lines to receive 
shipments at docks. The project also 
includes new tanks for storing 60,- 
000 bbl. of aviation gasoline. Ware- 
house and office building are sched- 
uled for completion early next year, 
with lube storage due to be finished 
by summer. 


Tidelands Bids High—Bids averag- 
ing $128.63 per acre made Stanolind 
Oil & Gas Co. tops in Texas’ first 
“tidelands” oil lease sale in almost 
six years. Stanolind won four tracts 
of 640 acres each, near the Texas- 
Louisiana line. Its bonus payment 
totaled $329,300, plus an annual rental 
and royalty~if oil is found. Best 
single offer was $207,049 by Arkan- 
sas Fuel Oil Co. for 640 acres in 
Corpus Christi Bay, Nueces County. 
There are nearly 2,500,000 acres still 
to be leased. 


USSR Oil Distribution Hit—Izves- 
tia, the official Russian government 
newspaper, has demanded better dis- 
tribution of petroleum products in 
the Soviet Union. Lack of intelligent 
planning has resulted in delivery of 
excecsive cupplies at some points and 
created artificial shortages at others, 
it asserted. Seasonal changes in re- 
quirements of petroleum product users 
are frequently overlooked, it said. 
This results in serious losses to the 
government, uneconomical long-term 
storage of large quantities of valua- 
ble fuel, and costly delays in tank 
car turnaround, declared Izvestia. 


Brazil Awaits Results—The Bra- . 
zilian government is awaiting final 
results of a test conducted by Union 
Oil of California at its retort pilot 
plant in Wilmington, Calif., to deter- 
mine if building of an oil shale plant 
in Brazil is feasible. Union has test- 
ed 300 tons of Brazilian oil shale, but 
no decision has been announced. 
Brazil is reportedly eager to proceed 
with an 8,000 b/d plant at Sao Paulo 
if Union’s process can achieve econ- 
omies and operating advantages with 
Brazilian shale. The country lacks 
important crude oil sources but has 
large shale deposits. 


Refinery Proposal Sought — The 
Greek government has requested de- 
tailed proposals for the establish- 
ment and operation of a 30,000 b/d 
refinery in Greece. The Greek gov- 
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ernment is willing to contribute a 
loan of up to 50% of the total con- 
struction cost if requested by the ap- 
plicant. 


IPAA Sees Imports Up—‘“Little or 
no reduction has been made” in the 
original petroleum imports program 
for 1953, and the average will be 
“close to” 1,070,000 b/d for the year, 
according to the Independent Petro- 
leum Assn. of America. IPAA sa‘d 
the 1,070,000 b/d figure means “an 
increase of more than 10% over 
1952.” 


New Cracker Planned — Hancock 
Oil Co. of California is planning to 
install a 4,200-b/d Thermofor cat- 
alytic cracking unit and a 350 b/d 
polymerization plant as part of its 
$4,000,000 refinery expansion pro- 
gram in Los Angeles. Since con- 
tracts for the new construction have 
not yet been awarded, the earliest 
likely completion date will be late 
1954 or early 1955. 


Peron Asks U. S. Help—President 
Juan Peron has assured J. B. O’Con- 
nor, executive vice president of Dres- 
ser Industries, that Argentina will 
encourage U. S. participation in 
the development of its oil and gas 
resources as a key feature of a new 
five-year program of economic ex- 
pansion. Argentina imported about 
22,100,000 bbl. of crude and nearly 
15,000,000 bbl. of fuel oil in a 12- 
month period ended May 31, 1953. 
President Peron wants U. 8S. com- 
panies to explore and drill for oil, lay 
pipe lines and corduct other mineral 
exploration, Mr. O’Connor says. 


Heads Texaco Sales—C. B. Barrett 
has been elected vice president in 
charge of sales of the The Texas Co. 
He succeeds R. L. Saunders, who will 
continue as a vice president and di- 
rector. Mr. Barrett has been sales 
manager in the company’s 11-state 
southern territory, with headquar- 
ters in Houston. 


New London Co-Op Office—Inter- 
national Co-Operative Petroleum 
Assn. will open a London office this 
fall to “facilitate purchase and dis- 
tribution of petroleum products in 
sterling and other non-dollar cur- 
rencies,” according to the Co-opera- 
tive League of USA. ICPA General 
Manager Lloyd C. Marchant said the 
co-ops have defeated oil cartel at- 
tempts to create and maintain arti- 
ficially high price structures in coun- 
tries having no petroleum products of 
their own. American co-ops now are 
operating 20 refineries with a joint 
capacity of over 150,000 b/d—or 50 
million bbl. per year, he said. 
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Skelly Expansion—Skelly Oil has 
started the third expansion of its 
natural gasoline plant in Eunice, N. 
Mex. The new facilities will permit 
processing an additional 20,000,000 
efd of gas with extraction of 60,000 
gal. per day of saleable liquid prod- 
ucts. It will boost the output of 
finished liquid products per day for 
Skelly’s. two plants in the area to 
260,000 gal. Construction should be 
complete by April, 1954. 


New Pipeline to Canada—tThe first 
pipe line to export natural gas to 
Canada on a regular basis was recent- 


ly approved by the Federal Power 
Commission. Tennessee Gas will add 
about 900 miles of pipe to its present 
system, extending it to a point on the 
Canadian border near Niagara Falls. 
From the border, gas will be taken 
over by Niagara Gas Transmission 
for distribution in eastern Canada. 
The new pipe line will make possible 
the exportation of 22 billion cu. ft. 
of natural gas to Canada annually. 

At present the only exportation of 
natural gas to Canada is Panhandle 
Eastern Pipe Line’s arrangement to 
supply a limited amount of gas to the 
Windsor, Canada, area on an inter- 
ruptable basis. 
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U.S. Approved Their Conduct of Business, 


By WARREN C. PLATT, Editor 


In answering at New York last week the U. S. 
government’s much-advertised “international car- 
tel” suit—first proposed just before last fall's presi- 
dential election—the five defendant American oil 
companies flatly put it up to the court that what 
these companies have done which is alleged to be 
illegal, has been either: 

—specifically requested by the American gov- 
ernment, or 

—fully disclosed to the U. S. government and 
approved by it, or 

—after such disclosure, the U. S. authorities so 
conducted themselves as to give the companies good 
reason to believe that the government had no ob- 
jection to the proposed line of action, or 

—the action was publicly taken as set forth in 
the Webb-Pomerene act and in strict accordance 
with that law, or 

—the actions were directed or required, or were 
specifically permitted or approved of or even par- 
ticipated in by the governments of the countries 
where the oil companies’ acts—now alleged to be 
illegal—took place. 


Same Treatment Used as in ‘Madison’ Case 


In short, in their answers filed in the United 
States District Court for the Southern District of 
New York, these American oil companies are now 
saying that they are getting from their government 
the same treatment that they got at Madison, Wis., 
15 years ago after they had helped to stabilize the 
oil industry under the National Industrial Recovery 
Act and under the direction of Secretary of the 
Interior Ickes, acting as Administrator of the Pe- 
troleum Code. And also for their efforts made 
under the conservation laws of the various oil 
states and under the new law by Congress, to 
control the flood of unwanted oil from the new 
boom East Texas oil field, by which joint efforts of 
industry and government the price set by the gov- 
ernment held. 


In support of their contentions, the five American 
oil companies set forth in plain story form rather 
than in the usual technical legal language, their 


actions and reasons therefor in their overseas busi- 
nesses. They have each used many words. The 
Socony-Vacuum Oil Co. some 15,000 words, the 
Standard of New Jersey 12,000 words and the 
Texas, Gulf and Standard of California a lesser 
number, 


Answers Written So Public Can Understand 


The replies read as if they were written for the 
understanding of the general public rather than 
just for the court. 

They are the first clear statements, so far as 
this writer knows, that the companies have made 
of this foreign business about which there has been 
so much discussion of late years and as to which 
the Federal Trade Commission a year ago issued 
a 400 page report setting forth in detail the charges 
the Department of Justice put in the form of a civil 
suit last spring. That was after the companies had 
successfully fought down the plan of the departing 
Fair Deal administration to assemble a grand jury 
in the District of Columbia to hand down criminal 
indictments on these same charges. 


These are also the first statements made by the 
oil companies setting forth their relations with their 
own government as well as with foreign govern- 
ments. While the writer and others have written 
the facts about the conditions abroad under which 
American oil companies must do business whether 
they like to or not, the companies have hesitated 
up to now to do so themselves, presumably for 
fear of offending the foreign governments with 
whom they have been making every effort to live 
at peace in order to get the greatest output of oil 
per each of their dollars as well as insuring the 
greatest safety for those several billions of Am- 
erican dollars scattered over the world. 


The average man in the oil industry in the U. S. 
has had little reason, in the ordinary course of his 
business since the internal combustion engine growth 
of the industry began scarcely 50 years ago, to 
give much thought to the industry's foreign oil de- 
velopment. In fact it has only been in the few years 
since the last war, that the imports of foreign oil 
to the U. S. have mounted enough—to almost a 
million barrels a day now--to attract attention as 
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Majors Say in Oil ‘Cartel’ Charge Defense 


a source of supply and as a great influence on our 
market prices. 

So, now that this law suit has broken down some 
of the reticence of the oil companies to tell publicly 
the complicated details of their foreign operations, 
it is fitting—and necessary—that this average oil 
man acquire the clearest possible idea of what has 
been going on abroad the past quarter century, in 
order to have a clear understanding of what is tak- 
ing place today and will take place tomorrow. 


Top-Nofch Legal Talent Writing Oil Story 


This story of the international oil companies is 
being written by some of the most eminent and 
skillful legal counsel in the world. 

The Socony-Vacuum’s story is being presented by 
two outside law firms who have represented the 
company for years. One is that of Genera] “Bill” 
Donovan, of Donovan, Leisure, Newton & Irvine 
of New York City, who was chief counsel for the 
companies in the famous Madison case, with James 
R. Witchrow, Jr., representing that firm. The other 
counsel is a veteran in the oil company’s service, 
who also conducted its Madison defense, Goldthwaite 
H. Dorr of Dorr, Hand & Dawson of New York. 

The Standard of New Jersey is represented by 
John W. Davis, one-time Democratic candidate for 
president, of Davis, Polk, Wardwell, Sunderland & 
Kiendl, of New York, and Arthur H. Dean of Sulli- 
van & Cromwell, of New York. 


The Texas Co. is represented by Leo T. Kissam 
of New York and its own general counsel Oscar 
John Dorwin. 


All American companies make the point which 
has been largely overlooked by the average oil man 
and generally completely ignored by American 
government officials, that in practically every 
other land except the U. S. the minerals belong to 
the government and one must dea] direct with the 
government for “concessions” which at once puts 
the government directly into the oil business. Such 
concessions cause a foreign country to follow 
even the operating details of the oil companies, to 
watch individual wells, to study operating costs and 
to keep an eye on other countries to see if any 
one has driven a better bargain with the oil com- 


panies for the royalty interests than it has. In the 
U. 8. the oil companies deal with the farmer, an 
individual, and the government does not enter into 
it in anyway except where the state enforces its 
conservation laws. 

Also what has made the Middle East difficulties 
so ticklish is that the several oil producing countries 
there must look to oil for by far the major part 
of their national revenues. In the older European 
countries what little oil is produced is directly in 
partnership with the government as the owner. Not 
only that but, because of financial] difficulties, 
these countries have been promoting more refin- 
eries of late—at the industry’s expense and with 
the support of our own “generous” country—so 
that today the world has an exceedingly wobbly 
refinery market price. 

Furthermore, the oil companies have to operate 
in these countries through separate companies that 
under the local law must be operated by boards of 
directors controlled by that country with officers 
and generally most employes also from the same 
country. All the American company does is to 
put up the money and supply the technical know- 
ledge. 

These are conditions of operation that American 
government commentators and critics of the oil in- 
dustry seldom, if ever, mention and yet in France, 
for instance, the subsidiary of the American oi] com- 
pany is told how much business it will do, where 
and how it will build its plants, where it will buy 
equipment—nearly all in France—and what prices it 
will pay and also charge. That such procedure may 
be against the thought of the U. S. antitrust law 
does not concern the French government or its 
officials in the least. The same is true for prac- 
tically every other country in Europe, and the rest 
of the world. 

In an early issue, we shall undertake to relate in 
some detail the nature of the answers to the gov- 
ernment’s charges as filed with the Federal Court 
in New York by the five defendant American oil 
companies. They tell a story that should be read 
and understood fully by every oil man, big and little, 
because there isn’t a barrel of oil in the world 
today, no matter where located, that. does not have 
its effect on the market place. 
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‘New Price Cutting Ideas Are Time-Worn Failures 


Now comes a “brand new” idea for getting more of 
your competititor’s gasoline business. And it is guaran- 
teed to work—just cut the price a cent a gallon. 

Oh, of course, there is a “new” angle to it, give the 
buyer some accident insurance for the penny after he 
has bought 150 gal. 

But the fact remains that cutting the price is just that 
—-cutting the price. It reduces the seller’s net no matter 
whether the seller gives away pillows, china, blankets or 
extra gasoline or motor oil. When the seller cuts, he 
publicly admits that he has not enough sales or busi- 
ness ability, or good enough product or good enough de- 
livery facilities to meet his competitor on an even basis 
and hold his own. 

Whoever wants to, can cut their price to their heart’s 
content but they should not describe that act as “a new” 
way of selling or even as “selling.” 

This “new idea,” where insurance is thrown in, is being 
perpetrated out in California where the “great new” idea 
of “self-serve” at service stations was “discovered.” The 
idea was not only old as.the hills, had been tried out and 
found to be a failure, but its only real appeal lay in the 
fact that it was the excuse for a cut price, The California 
experiment has gone the way of its predecessors because 
competitors found ways to meet the cut price. 

What so many people, especially newcomers, in the oil 
industry keep forgetting is that the oil marketer does 
little to increase his market, to get more people to con- 
sume more gasoline. Marketing companies can foster 
the idea of more traveling, as they do, and stations can 
render good service, all of which will help consumption 
a little. But all that happens when a marketer cuts his 
price, no matter how, is to take a little gallonage away 
from his nearby competitors. When those competitors 
begin to feel the loss they generally reduce their prices to 
get the lost gallonage back, and then the industry has 
a “price war” which often gets into the newspapers. All 
this, to the ordinary intelligent observer, should only 
prove what nonsense a lot of people in the oil industry 
are thinking, if they do think. 


The foolishness of thinking that price cutting increases 
gallonage was shown during the shortage period of the 
last war, when motorists refused to drive a foot further 
than necessary to get their gasoline no matter how much 
the price was cut down the street. The chief result 
of this abstention from patronizing price cutters was to 
convince at least some “price sellers” that the public 
would buy their good gasoline and avail itself of their 
good service at the “regular” price, the one the same as 
the competitors. 

Price cutting also always suggests a poorer grade of 
gasoline than the buyer thinks it is. Every once in a while, 
it also may suggest that the seller has found some way 
to beat the gasoline tax which is getting higher and higher 
these days. In no state does the tax seem to be less than 
6c, including 2c federal tax, with most of them running 
at 8c and 10c a gal. In some cities a 2c local tax is 
added. 


If one can “save” the tax at just an ordinary service 
station, that “saving” amounts to better than $1,000 a 
month, to which would be added the operating profit. 
The industry has not been bothered with much tax eva- 
sion of late years but the industry has had enough of it 
to know that it can be done and on a large and highly 
“profitable” scale to the evaders. 

Maybe the industry should look further into this sub- 
ject especially as the hard liquor people are complaining 
about tax evaders playing hob with their business. 


Oil Companies Handing Back the Truth 


To Wolverton Investigating Committee 


The oil companies are doing a good job of handing back 
disconcerting facts to the Wolverton oil investigating 
committee—several of whose members have been exceed- 
ingly careless with the truth, to put it mildly, during their 
recent campaign against the oil companies. 

Socony-Vacuum recently filed with the committee fur- 
ther data asked for by committee members. The data up- 
set some of the members’ pet theories. 

Socony-Vac pointed out that it did not own or lease or 
operate directly enough stations to have any influence 
on retail price even if it wanted to. In its own market- 
ing area, it owns but 29 stations and leases 15 others and 
in the whole U. S. but 42—and these for training purposes. 

But the strongest piece of evidence of the strength 
and growth of competition was the company’s statement 
of the steady decline in its gasoline sales ratio to total 
gasoline sales even though the sales increased in volume. 
This story is told graphically in the following table— 


Year % of total 
1939 , . 24.1 
1940 ; . 23.6 
1941 SEI Gye . 24.0 
1942 . 245 
1943 icine _ 241 
1944 . 26.0 
i i _ 25.5 
1946 REE _ 25.0 
NS hrs ie a a ks _ 228 
1948 

1949 

1950 

Mb itctimeinns ini er * 
1952 . TEES pone se . 18.7 


Probably nearly all major oil companies have records 
like this. If so, they should tell about it because it proves 
the existence of what should keep government from mov- 
ing in on them and on the oil industry—the existence 
of real, vigorous, hard-hitting competition. 

This story cannot be told too often nor too positively. 
There are still many people who do not know about it, 
still too many who do not want to know about it, and 
still too many, like some of the members of the Wolver- 
ton committee, who do not want it to be so, seemingly. 
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MIDWEST 


Consumer Tank Wagon Discounts Again 
Disappearing—But for How Long? 


By Leonard Castle, Midwest Editor 


It is good 
news to hear that 
dump discounts are again disappear- 
ing in most sections of the Midwest 
as rural marketers, including job- 
bers, move to restore the historic 
consumer tank wagon prices which 
had disintegrated in recent months. 
The question now is: How long 
will it be until someone decides anew, 
if he hasn’t already, that he can de- 
liver gasoline to farmers at the same 
price he can to service stations, de- 
spite the distances traveled and the 
comparatively small volume of deliv- 
eries per customer? 

On the basis of past experience, it 
won't be long until the chiselers here 
and there—be it jobbers, co-opera- 
tives, commission agents or con- 
signees—start shading the price Ic, 
or 1.5c per gal. for dumps of 100 gal. 
and upwards. When that happens, 
the vicious circle will be off again, 
spreading from township to township, 
from county to county, and eventual- 
ly from state to state. 

The only thing that might fore- 
stall a new wave of dump discounts 
is a careful analysis of delivery costs 
by every marketer selling to farm- 
ers. A study of this type should 
convince most rural marketers that 
they can’t afford to drive long dis- 
tances over country roads to deliver 
products to farmers at service sta- 
tion prices. 

Many will find, if they take the 
trouble to look, that frequently they 
actually lose money on~such deliv- 
eries. They'll learn that in order to 
make a reasonable profit they need 
the 1.5c differential between consum- 
er and dealer tank wagon deliveries. 


* * * 


If we seem to be sounding a note 
of pessimism, it results from the fact 
that recent history has indicated the 
consumer tank wagon is in danger 
of disappearing permanently, as it 
did in other parts of the country. 

To retrace the events, a breakdown 
in consumer tank wagon prices 
spread rapidly in the spring of 1952 
with many jobbers making dumps of 
100-150 gal, at a discount of 1.5c per 
gal. The discount previously was 
granted for deliveries of 1,000 gal. 
or more. But when the refinery 
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strike hit on April 30, 1952, the 
threatened tight supply caused the 
special discounts to vanish over night. 

In midsummer, the consumer tank 
wagon breakdown started all over 
again and by late fall had spread 
into most sections of the Midwest. 

Early in December, Indiana Stand- 
ard re-established the “normal” dif- 
ferential of 1.5c throughout most of 
the Midwest and other marketers 
were quick to grab the chance to put 
their own houses in order. But, early 
this spring the discounts appeared 
aga‘n and continued spreading until 
their virtual disappearance late in 
August. 


We have said before, and it bears 


PACIFIC COAST 


repeating, that the very existence of 
many rural jobbers is threatened if 
the consumer tank wagon becomes a 
thing of the past. Many profit and 
loss studies, conducted by majors 
and jobbers alike, have proved that 
no marketer of petroleum products 
in the Midwest can make deliveries 
to farmers. profitably without the 1.5c 
differential. 


It is well at this point to recall 
the words of Dwight F. Benton, mar- 
keting vice president of Indiana 
Standard, in a speech last winter be- 
fore the Wisconsin Petroleum Assn. 
He pointed out that the Midwest— 
the richest farm area in the world— 
is historically the only place in the 
country where the marketer can col- 
lect the margin of profit due him 
for the service he performs on de- 
liveries to farm customers. 


“Sound business principles dictate 
that when the product has to be car- 
ried farther, in small loads, and 
often, the price should be greater 
than for delivery close by, in larger 
quantities, and less frequently,” Mr. 
Benton declared. 


The Future in Oil Marketing Is Here, 
Standard Stations Head Tells Employes 


By Frank Breese, Pacific Coast Edifor 


Lowell Hunt, 

who is in charge 

of more than 1,000 company-operated 

stations for Standard of California, 

warned that the marketing challenge 
is at hand—right now. 


Mr. Hunt, president and general 
manager of Standard Stations, Inc., 
Standard subsidiary, voiced his opin- 
ions on the marketing outlook in a 
question-and-answer interview pub- 
lished in a company publication, 
Standard Chevron. 

Mr. Hunt prefaced his remarks by 
noting that half of today’s work 
force is producing and selling things 
unheard of in 1902, ‘Tomorrow they 
will be making and selling things 
unknown today,” he declared. 


“I believe marketing changes ahead 
are going to be two-fold,” said Mr. 
Hunt. “First, we're going to be 
called on to meet more demand than 
we've ever met before. Second, we’re 
going to have to meet this demand 
in such a way as to demonstrate to 


the public that the system of private 
enterprise, profit and incentive devel- 
ops the most benefits and the high- 
est standards of living for all the 
people.” 


Asked if it’s possible that we are 
at the demand peak now, Mr. Hunt 
replied: 


“Yes, it’s possible, but not very 
probable. This is a growing, boom- 
ing country. Particularly is this true 
in the West. Population is growing 
rapidly, resulting in more business. 
In the seven Far West states, the 
average rise in motor fuel consump- 
tion the past decade has been about 
99%. From all indications, we're go- 
ing to continue burning up motor 
fuels at an even faster pace in the 
next 25 years. Late last year, T. 8S. 
Petersen, president, Standard Oil Co. 
of California, . . . (said in a speech) 
. . . that by 1975 there would be 65,- 
000,000 cars on American roads; a 
third more than today. Besides that, 
he estimated there would be 20,000,- 
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000 trucks, double the number now in 
use.” 


Asked when he expected demand 
to be at its peak, Mr. Hunt replied: 

“I cannot make such a prediction, 
but the future really is now. This 
marketing challenge is not some- 
thing that will be turned on sudden- 
ly like a faucet. In petroleum mar- 
keting there is no clear-cut line be- 
tween present and future.” 

* * * 


Asked what factors petroleum re- 
tailers must consider in planning for 
the future, Mr. Hunt declared: 

“There are approximately 200,000 
service stations in the U. S. today. 
The primary goal of all these sta- 
tions in the coming years is going 
to be to earn sufficient profit to 
meet the ever-increasing overhead 
burdens and, at the same time, still 
have sufficient net to maintain or 
improve upon the operator’s and his 
employes’ standard of living.” 

Asked what factors he believes af- 
fect successful service station opera- 
tion, Mr. Hunt stated: 

“There are four principal factors: 
customer relations, personnel rela- 
tions, physical characteristics (such 


as size and location) and price. To- 
gether—according to the importance 
of each—they make up the “market- 
ing mix.” By that I mean the pack- 
age of goods and services the service 
station operator offers for sale—and 
which determines what people, and 
how many, will elect to do business 
with him.” 

Customer relations can be im- 
proved, he said, by: taking a per- 
sonal interest in each customer’s mo- 
toring problems; knowing products 
and services; maintaining a clean, 
orderly station; and being a respon- 
sible part of the community. 

Personnel relations, he said, de- 
pend on achieving: wages and hours 
at least as good as the potential em- 
ployes could earn in similar pursuits; 
opportunity for employes to utilize 
full talents and capacities; a feeling 
of belonging. 


+ 


Asked what he considers the key 
problems affecting physical charac- 
teristics of tomorrow’s service sta- 
tions, Mr. Hunt said: 

“Primarily just what type of sta- 
tions will serve the new demand; 
where new stations should be locat- 
ed; whether old ones should be relo- 


cated; whether they should be mod- 
ernized with new pumps, better light- 
ing, with or without canopies, etc. 

“Already we are plagued with 
shifts in location of demand due to 
recent trend toward decentralization 
of buying centers. And thousands of 
motorists are moving from cities to 
suburban areas. 

“Further complicating the situa- 
tion, there’s the construction of free- 
ways and the rerouting of traffic 
through cities. Something like 10 or 
20% of our stations have been left 
high and dry in recent years by new 
freeway construction or by one-way 
streets, traffic islands, separators, 
etc. 

“Heavy traffic itself is making its 
impact felt. The corner station— 
considered the choice location for 
gasoline retailing—is now virtually 
obsolete in some areas because heavy 
traffic makes it impossible for the 
motorist to get out once he’s in. 

“As a result, the ‘inside’ or mid- 
dle-of-the-block location may become 
more desirable. An increased pro- 
gram of station building, to keep 
pace with traffic changes and to 
serve new markets, can be antici- 
pated.” 





West Coast Market ‘Settling Down’ 


West Coast oil marketing is rap‘d- 
ly returning to a normal competitive 
situation after 11 years of abnormal- 
ly good business, said B. E. Devere, 
president of Pathfinder Oil. 


Demand has run ahead of supply 
for the last 11 years, said Mr. Devere, 
because of war, war scares and the 
fast-growing West Coast population. 
This summer, however, the industry 
has caught up with demand (see Pa- 
cific Coast Comment, p. 27). 


He said volume has been off about 7 
to 8% at his multi-pump units since 
June. This is due in part, he said, 
to product price increases amounting 
to about 3.5¢ per gal. for gasoline 
since February, Motorists, says 
Devere, are spending about the same 
amount of dollars for gasoline, but 
they have reduced unit purchases. 


In a bulletin to members of the 
Serve Yourself and Multipump Assn., 
Executive Secretary Dan Lundberg 
said even though a record number 
of tourists entered California this 
year, traffic within the state was 
down so far that gasoline volume at 
independent stations was down. 


A growing number of major brand 
stations are giving discounts of about 
10% in the San Francisco area, said 
Lundberg. A few stations give a 
flat 3c per gal. When credit cards 


are used, the motorist receives a cash 
rebate equivalent to the discount. 
Under-canopy discounts of 2c per 
gal. are being given at a number of 
major brand stations in the Los An- 
geles Basin, he said. 


Lesser Refiners Squeezed — There 
were also complaints that Independ- 
ent refiners were suffering under 
competitive disadvantages. Inde- 
pendent refiners cannot compete as 
well as majors in a lower-priced mar- 
ket because of “high-priced domestic 
crude” and inability to buy imported 
crude cheaply, Mr. Lundberg said. 

Smaller independent refiners may 
also run into quality trouble soon, it 
was thought. Both majors and large 
independent refiners have improved 
or are improving their products, but 
the small independents have reached 
a point where they can’t raise their 
octane ratings with present facili- 
ties, the bulletin said. 

A complaint of marketing favorit- 
ism was also lodged by Mr. Lund- 
berg. He said “distress” gasoline 
was plentiful on the West Coast for 
a short time, then disappeared. This 
gasoline he said was offered only to 
“certain limited independent opera- 
tors.” 

Summing up, Lundberg comment- 
ed, “After Labor Day, there will be 
a rough month and a half, which we 


only hope you survive on the basis 
of sound procedures, trimmed ex- 
penses, and best possible nets... .” 


Oil Industry Defended 
In Report on Smog Curbs 


The director of the Los Angeles 
County Air Pollution Control Dis- 
trict said last week he would ask 
for a complete shutdown of all in- 
dustry, including oil, if Los Angeles 
were threatened with smog condi- 
tions like those in London which were 
blamed for 6,000 deaths last winter. 

Gordon P. Larson, in a progress 
report to Pasadena city directors, 
said, however, that it is unfair to 
place full blame for the county’s 
smog problem on the Southern Cali- 
fornia oil industry, He said every 
major company in the area has spent 
large sums in an effort to curb air 
pollution. 

Mr. Larson’s defense of the oil in- 
dustry followed a new move by the 
Citizens Committee on Air Pollution 
—claiming to represent 50 communi- 
ties in the Los Angeles Basin. The 
committee drafted a resolution ask- 
ing for further controls on the es- 
cape of gasoline vapors from refin- 
eries. 

Meanwhile, Dr. Eugene J. Houdry, 
developer of the catalytic process for 
oil refining, told the Los Angeles City 
Council he is working on a device 
that will control automotive emis- 
sions which contribute to smog. 
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Headquarters of Tower Oil Co. from which Jobber Tower directs .. . 


A Program to Sell Heating Oils 


This is the case history of a jobber 
with a system—or several systems, 
each to fit the job to be done. 

The jobber is Forrest H. Tower of 
Portland, Ore. Being a man with a 
purpose, Mr. Tower is quick to em- 
ploy methods that will help him 
achieve his purpose: 

A sales system to develop heating 
oil business. 

A degree-day system for efficient 
operating routine. 

A bookkeeping system for smooth 
accounting. 

West of the Rockies, Independent 
jobbers aren’t as prevalent as they 
are in other regions. Mr. Tower's is 
not the biggest jobbership west of 
the Rockies, nor is it the best known, 
nor has it introduced any unusual 
practices that would stamp it the 
trail-blazer. But he does have a repu- 
tation for doing things well. Hence, 
he has one of the outstanding job- 
berships in the Far West. 


The Tower marketing area is wide- 
spread. The stations he supplies are 


west of the Willamette River (which 
runs through Portland) in Washing- 
ton and Yamhill Counties, with two 
in Multnomah County. His heating oil 
accounts are on the east side of town. 

The firm name “Tower” is plugged 
all the time. Gasoline pumped at the 
stations is branded “Tower Gasoline.” 
Advertising stresses “Power with 
Tower.” Company, slogan is “Tower 
Tops Them All”, 

All the trucks carry the firm name 
painted in prominent letters. As a 
trademark, Mr. Tower has taken the 
tower of an oil derrick. 


The company supplies 17 service 
stations and more than 1,500 heating 
oil accounts. Volume of fuel oil has 
tripled and gasoline has doubled 
since 1945. 

Here are some features of this 
jobber’s operation: 

Heating Oil Sales Program — Mr. 
Tower has systematized this program 
ain that he has sought to use all pos- 


‘sibilities. 


He subscribes to the “Welcome 


Wagon” service and obtains the names 
of new residents from that firm. Pur- 
pose of the “Welcome Wagon” serv- 
ice is to acquaint newcomers with the 
names of shops and services and to 
supply the subscribing shops and 
services with leads. The task of Joe 
Piper, heating oil salesman, is to fol- 
low up the leads. 

Mr. Tower has arrangements with 
real estate agents to supply him with 
the names of new house buyers. If 
they order heating oil from Mr. Tow- 
er, he pays the agent a fee. 

His advertising consists of the use 
of both radio spot commercials and 
telephone classified directories. In 
both he plays up his budget plan. 

This budget plan was started two 
years ago and is working out well, 
according to Mr. Tower. Minimum 
payments are $15 a month, which is 
what most customers pay, with some 
at $20 and $25. No interest is charged. 

Commenting on the results of his 
advertising, Mr. Tower said, “The 
phone book pays off as good as any.” 

Degree Day System—Good service 
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is the key to holding heating oil busi- 
ness, asserted Mr. Tower. He has a 
“silent service.” The tanks are kept 
filled automatically, and the sales 
ticket is slipped under the door; so 
the drivers don’t ring the door bells 
and seldom see the customers. 


Conventional degree-day reports, 
based on 65 deg. temperature and 
supplied by the Oregon Heating In- 
dustries trade association, are used. 


The amount of oil consumed by a 
household is determined by trial and 
error. After a 675-gal. tank is filled, 
an estimate is made on how long it 
will take to burn 400 gal. Experi- 
mentally, 1,000 degree-days is the fig- 
ure posted on the records. At the end 
of 1,000 degree-days, the bank is 
checked to see how close the amount 
consumed is to 400 gal. Adjustment 
is made so future deliveries will be 
400 gal. 

The target is 400 gal. deliveries for 
675-gal. tanks. The range of degree- 
day intervals between deliveries is 
wide in Portland: from 900 degree- 
days to 4,000, said Mr. Tower. Com- 
pany fills storage tanks during the 
summer so that the Sept. 1 degree-day 
. Season opens with most tanks brimful. 
An average of three fills is made 
during the season: October, January 
and in the spring. 


Two common furnace oi] storage 
tanks are 275-gal. and 675-gal. Mr. 
Tower remarked that fortunately 
most Portland tanks are the large 
ones. Most of his heating oil business 
is furnace oil, stove oil being in the 
minority. That’s the way he likes it, 
said Mr. Tower, because the stove oil 
accounts are harder to collect from. 


It takes as long to deliver 50 gal. 
of stove oil as it does to dump 500 
gal. of furnace oil, Mr. Tower noted. 
Since 90% of stove oil accounts are 
on C.O.D., the driver has to take time 
to collect. 


TOLL 


JOBBER Forrest H. Tower has built his business by plowing back profits, buying 
modern equipment, and watching operational details 


Minimum output per truck on the 
heating oil routes is 5,000 gal. a day. 
The trucks take out an average of 
three loads and make 15 to 20 deliv- 
eries during an 8-hour day, reported 
Mr. Tower. 

As an example of a Tower time- 
saver, he has metal tags placed in 
sight near the storage tank, the tag 
bears the tank capacity and the num- 
ber of feet the fill pipe is from the 
tag. When the grounds are snow- 
covered, the driver can find the fill 
pipe without much trouble. 


Truck Equipment—Mr. Tower has 
two International semi-trailers (3,700- 
gal. and 2,540-gal.) for gasoline, and 


MODERN EQUIPMENT, including that in the office, enables Jobber Tower to boost 

sales. This visible ledger arrangement, a combination of posting machine and ready 

reference index file, saves time. Machine can record delivery date, make out customer 
statements and keep a daily sales journal in a single operation 
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four International tank trucks (two 
1,750-gal. one 1,460-gal. and one 
1,210-gal.) for heating oil distribu- 
tion. 

Mr. Tower buys the latest equip- 
ment for his trucks, he said, so he 
can derive maximum performance 
from them. Both the 1,750-gal. tank 
trucks are equipped with 60 gpm 
pumps—one with a 1% in. hose and 
the other with a 1% in. hose. The one 
with the larger hose can flow 80 to 
100 gym, but Mr. Tower said he 
doesn’t recommend that because not 
many fill pipes can receive at that 
rate. “The 60 gpm rate works very 
well,” said Mr. Tower. “It enables us 
to make the dumps quickly.” 


Other features include: Recording 
meters so each delivery can be ticket- 
ed; 125-foot hose with electric rewind 
device and automatic shut-off. 


Tanks are single compartments, 
Mr. Tower said he prefers the one- 
compartment tank. Individua] trucks 
are earmarked for stove or furnace 
oils so fuels aren't mixed. 


No Bulk Plant — Products are 
hauled directly from the supply ter- 
minals in Portland, so Mr. Tower does 
not have his own bulk plant. His 
rolling stock is based at the office 
headquarters in downtown Portland, 
where Mr. Tower owns a corner lot. 
On it are the office, four-stall garages, 
warehouse, parking area for his two 
“semi’s” and a used-car sales lot that 
is leased out. 


To facilitate the paperwork of 
keeping nearly 1,600 accounts, Mr. 
Tower installed about $6,000 worth 
of equipment: An automatic posting 
machine ($4,500). and “Kolect-a-mat- 
ic” filing system (about $1,500 for 
the ledger trays and housing). A card 
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anke-Tratler 


BY ITS VALUE! 


PRICE ALONE is no criterion when you're 
buying a Tank-Trailer. There are some 
bargains that aren’t bargains at all, if 
you ask this question: “Does the Trailer 
have all the specifications it needs to do 
my job?” 

When you put a Fruehauf into service, 
you know it will stay there, hard at work 
—an asset to your business because of its 
sturdy construction and the low main- 
tenance cost that results. It has feature 
after feature to give you safe, profitable, 
dependable hauling for many more 


years than you can ordinarily expect. 

Many of these Fruehauf features, such 
as the Gravity Tandem Underconstruc- 
tion, are exclusive—you can’t get them 
anywhere else at any price. Yet every 
Fruehauf is the lowest-priced of its 
kind, specifications considered, because 
Fruehauf has the world’s most extensive 
facilities for low-cost, high-quality 
Trailer production. 

Be sure to get your money’s worth, 
next time you buy a Tank-Trailer. To 
be sure, get a Fruehauf. 


World's Largest Builder of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 


VALUE-—-DON‘’T 


ee TT eS 


FOR tes $! 
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for each account is filed alphabetically 
on the indexed holders contained in a 
drawer beside the posting machine. 


In a single operation, the posting 
machine does this: (1) Records data 
on customer’s card for the ledger, 
(2) makes out the customer state- 
ment, and (3) keeps the daily sales 
journal and sales distribution report. 
Other journals handled by the ma- 
chine include purchase journal and 
check register, disbursements journal 
and payroll journal. 

Information carried in the files in- 
cludes: Amount of fuel delivered and 
date, the amount owed and credit 
rating. Budget accounts are flagged 
green; and C.O.D., red. 

Mr. Tower said the system is con- 
venient because it is a ready refer- 
ence. It’s also fireproof. 

The investment for the visible 
ledger equipment is substantial. But 
for the Tower company, it has sim- 
plified bookkeeping and made vital 
information instantly available, the 
jobber said. 


Being up to date is an intrinsic 
part of the operation. Mr. Tower said 
he can tell how much he has made 
on a given day, week, month or year. 


Station Outlets—In these days of 
intense competition for reseller busi- 
ness, Mr. Tower has resorted to a 
sure-fire way to protect his business. 
Of the 17 stations he supplies, he 
owns or controls 14. Control was se- 
cured through long-term leases. 


The company’s retail gasoline quo- 
tations lie between the common post- 
ings of the major suppliers and the 
bottom prices of other private-brand 
dealers. As an example, recent post- 
ings at a major-brand outlet were 
23.5c per gal. for regular and 25.5c 
for premium. The Tower prices were 
20.9c and 22.9c, respectively, com- 
pared to 19.5c and 22.1c at another 
private-brand station. (All prices ex- 
clude 8c state and federal taxes). 


Management — Mr. Tower directs 
the whole operation and is constantly. 
active. While most of the work is 
delegated to others, Mr. Tower keeps 
his hand on all phases. For instance, 
during the winter he drives the heat- 
ing oil trucks for two weeks in the 
worst weather so he can observe their 
performance. Until 1945, he drove full 
time, but as business grew, he devoted 
his efforts to management, 

Mr. Tower’s sense of thrift is ap- 
parent, but he’s no penny-pincher. He 
buys up-to-date, first class equipment 
for his operation, but he’ fejects any- 
thing he regards unessential. Profits 
are plowed back into the business. 


Mr. Piper is in charge of the heat- 
ing oil routine. This allows Mr. Tow- 
er to devote much of his time to the 
reseller outlets. 

Personnel—The staff consists of a 
heating oil salesman, a bookkeeper 
and three drivers. A fourth driver is 


added during the winter—a fifth, if 
the weather is very cold. 

Besides gasoline and heating oil, 
the Tower Oil Co. distributes lubricat- 


ing oil, greases and miscellaneous 
small items. 


Planning — One of the continuing 
problems is that of anticipating mar- 
ket trends and property values. So 
far, he has done pretty well. As one 
example, he has a small station on 
a corner lot fronting busy Barber 
Blvd., just outside the Portland city 
limits. Mr. Tower said he has re- 
ceived offers from major companies 
wanting to lease the site, but he is 
planning to convert the conventional 
unit into an open-form, multi-pump 
station. The station now does 20,000 
to 25,000 gal. monthly, and up to 
30,000 gal. in the summer. Remodeled, 
is will pump 60,000 gal. Mr. Tower 
predicted. 

He bought the corner lot where his 
office is located when prices were 
down. Now it’s a high-value business 
site. 


Supply S‘tuation — Last year dur- 
ing the acute product shortage on the 
West Coast the Tower company was 
forced to ration deliveries to its gaso- 
line accounts. The company received 
its supplies from the Northwest Oil 
Co., which had to cut back 50% when 
its supplier, Hancock, was compelled 
to curtail deliveries due to the squeeze. 
At times the shortage was so tight 
Mr. Tower had to pay the full tank 
wagon price, which left him with no 
margin. 

Mr. Tower made an emergency trip 
to Los Angeles and San Francisco, as 
did other Northwest jobbers, but he 
was unable to buy any products. 


Since then, he has lined up two 
other suppliers. Mr. Tower believes 
the outlook is more reassuring than 
when he depended on a single source. 


Jobber Policy Unchanged, 
Labor Department Claims 


Recent instances in Texas of Labor 
Department wage-hour investigators 
checking jobber compliance led to a 
statement last week, by an enforce- 
ment division representative, that 
the agency’s policy on oil marketers’ 
compliance with the Wage and Hour 
Act remains unchanged. 

The spokesman said that former 
Secretary Tobin’s Oct. 12, 1951, let- 
ter to former Senator Connally (D., 
Tex.) “stands as is” for the official 
agency view. Mr. Tobin’s letter was 
backed by an interpretation of wage- 
hour applicability given by William 
J. Rogers, Dallas regional director, 
to Robert K. Butcher, Louisiana Oil 
Marketers Assn. 

On the surface, Mr. Tobin seemed 
to reverse the previous departmental 
attitude by holding that some jobber 
employes came under the Interstate 
Commerce Act. 

The department off'cial said the 
Texas investigators may not have 
been interested in the status of the 
individual employes questioned. In- 
stead, they were trying to establish 
the jobber’s status under federal 
statutes. 


“It is quite possible they ques- 
tioned an employe who was exempt 
from the provisions of the Wage and 
Hour Act,” he explained. The in- 
vestigators “may have been trying 
to establish whether the particular 
business was subject to the act. For 
instance, they may have been trying 
to see whether it was engaged in 
interstate commerce. 


“Of course,” he added, “unless we 
know the exact circumstances in this 
or any case we cannot give an opin- 
ion in detail.” 





CREOLE PETROLEUM will soon build this new 10-story, $7,500,000 office building 

in Caracas, Venezuela. When it is completed in early 1955, it wil) accommodate 

1,200 Creole employees now scattered in several locations throughout the city. Creole 
Petroleum is the Venezuelan affiliate of Standard Oil of New Jersey 
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Buyers Continue Scarce 


By MARVIN REID 
NPN Staff Writer 


“The market doesn’t look too good, on any product, for 
the Gulf Coast this past week, and such talk was be- 
have my doubts.” 

That was the comment of an independent refiner on 
the Gulf Coast this past week, and such talk was be- 
coming more and more prevalent, as buyers east of the 
Rockies continued to play their “waiting game.” 

Some refiners at the Gulf Coast and in the Midwest 
were paring their refinery operations, producing enough 
fuel oil and gasoline to take care of their regular con- 
tract business, but little more. 

And, in the East, some marketers pointed out that 
heating oil stocks on the Eastern Seaboard are not “ex- 
cessive”, being about 13% higher than same time in 
1951, the last “normal” year for comparison purposes 
since many refiners were idle on account of strikes in 
1952. 

But, regardless of reports of cuts in refinery runs and 
statements that stocks were in fair shape, most buyers 
apparently figured individual refiners were either in 
trouble, or soon would be, on storage and they were 
waiting for “distress” material. 

On the Gulf Coast, steady contract liftings alone were 
averting distress storage conditions, according to several 
sources, despite reductions in refinery operations by 
some refiners. 

In the East, suppliers were saying September promised 
to be a “difficult” month inasmuch as some heating oil 
customers were asking for “discounts” on material they 
were drawing under contract, 

Midwestern and Mid-Continent refiners, meanwhile 
generally agreed that gasoline was on the decline, with 
little burning oil business as yet to take up the slack. 
Residual fuel continued in good demand in these two 
areas, but some refiners said they were keeping their 
“fingers crossed” over the prospects for this product, too. 

The weather didn’t help matters any, from refiners’ 
point of view. Heat wave that lingered over much of the 
Midwest and East did anything but get buyers “burning 
oil conscious.” 

Generally, this is the way products looked to most re- 
finers up to Labor Day: 

Gasoline—Demand on the decline in most areas, al- 
though slight spurt in withdrawals at northern terminals 
of Great Lakes Pipe Line system. At the Gulf, some re- 
ports indicated “discounts” were available on all gaso- 
lines, from 83 to 93 octane, although other sources denied 
any weakness in 93 octane prices. Freely available in 
the East, with some terminal operators reporting dif- 
ficulty in holding commercial gasoline accounts. 

Distillates—Slow in all wholesale marketing districts 
east of the Rockies. A few “nibbles” from upriver and 
eastern buyers reported at the Gulf, but most were look- 
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ing for material “below the market.” Very little move- 
ment reported in Mid-Continent or Midwest, while eastern 
suppliers found buyers shopping for “bargains.” No. 2 in 
New York Harbor reportedly could be purchased down to 
8.9c, while kerosine also was described as “weak.” 

Residual—described as “just fair” at the Gulf, with low 
sulfur available at $1.85. Spot lots offered at “10c off’ at 
most Middle Atlantic points. Midwest sources found 
market “unsettled.” But in the Mid-Continent, demand 
was good and prices generally firm. 

Lubricating Oils—Little, if any, spot activity. Western 
Penna, refiners described market as “dead,” while Mid- 
Continent lubes also were quiet. 


National gasoline was still quoted at 6.375c, FOB 
Group 3, and 5.875c, FOB Breckenridge, in the Mid- 
Continent, and this market was reported “firm” by most 
manufacturers, although several refiner-buyers were in- 
clined to disagree with them. 


Liquefied petroleum gases were getting stronger, with 
some producers notifying their contract customers of 
price increases (see p. 38). 

In foreign developments, spokesman for Argentine 
Government said Gulf Oil Corp. had been awarded con- 
tract to supply 15,000 long tons (approximately 112,000 
bbl.) of minimum 45 cetane gas oil, to be delivered in 
September. Price was $4.22 bbl. (10.04c plus per gal.), 
CIF Eva Peron (formerly La Plata). 

Crude oil market continued to weaken, with recent 
allowable cuts in Texas helping to reduce unfavorable 
supply-demand relationship for many crudes but reduc- 
tions in refinery runs tending to offset these allowable 
cuts to some extent. Spot crude could be bought in all 
areas of the Southwest, particularly coastal grades, for 
which prices were hiked more than 25c average boost 
of June 15. 

Refiner-buyers were reported not interested in spot 
crude, or even short-term quantities, for such purchases 
would mar their bargaining power on contract, pipe line 
oil, some of which can now be bought over nine month 
and one-year periods. In effort to move west Texas oil, 
potential spot buyers have been offered one barre] of 
Texas sweet crude for each two barrels of sour oil taken, 
according to some reports. 

There was no abatement of retail price cutting, which 
has gripped some of the East’s larger cities for as long 
as two months—through peak consuming seasons. 

Current status, point by point, follows. Prices are ex 
taxes, amount of which is shown in parentheses: 

Altoona, Pa. (7c)——-Price war has spread to a few out- 
lying townships, but regular-grade prices in city con- 
tinue about same as week ago—17.9c, 18.9c and 20.9c. 
No “break” in price fight in sight. 

Concord, N. H. (7c)—Main Street is torn up for re- 
pairs, and since dealers on Main Street usually “set pat- 
tern” for rest of Concord, there’s “temporary respite” in 
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Summary of Daily Gasoline Prices (Sept. 1 through Sept. 8) 


Moter Gasoline 93 Oct. (Premium): Sept. 3 e 

N, Tex. (Texas & New Mex. shi 13.75-14.25 by , 13.75-14.25 

W. Tex, (Texas & New Mex. -~ +3 Sa 13.5 13.5 § 13.5 

EB. Tex. ( Tnsp.) 13.5 ¥ 7 13.5 
Motor Gaseline 90 Oct, (Premium): oii ens 

ed cescccecs , . . 125 5-13. 2. .125 (2) 

Okia., Group 3 (Okla. shpt.) (2) 125 $2 ie 37513 125 
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are 75(2) 


13-13 1 
13 


Wednesday 
Sept. 2 
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Ez. 7%, otruck 11.75-12 11.75-12 


eS00s. 75-12. 
.) . . 
Cent. W. Tex. he eoeeee 11.75 11.7 11.75 


1.75-12 
-15 


10.625-11.125 10.625-11.125 

10.625-10.875(2) 1O See 20-2053) 

1x 625-10.875 U.625-10.875 
Tans 10. 75-11.8 


1.25-11 11.25-11.5 
att: «11. ie my ~11.125 
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11 


15.4-15.7 15.4-15.7 
15.3-15.6 15.3-15.6 
16(2) 


16(2) 
14.4-16.6 14.4-16.6 
14.4 14.4 


15.4-15.7 


14.15-14.6 
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13.4 
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(2)14.5-14.6 

(2)13.4-14.8 
13.4 


ork harbor 14.15-14.6 
ew York harbor, barges 13-14.1 
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(2)13.4-14.8 
13.4 


14.15-14.6 
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Motor Gasoline: 
Western Penna., Bradford-Warren: 
90 Oct, ph 


15.15(2) 15.15(2) 
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15.15(2) 
14.15(2) 14.15(2) 


15.15(2 
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15.15(2) 15. 183) 


14.15(3) 14.15(3 


15(2) 15.15(2) 
it 15(3) 


14.15(3) 


15.5 15.5 15.5 15.5 
14.25 14.25 14.25 .. 





price cutting. Retail postings range upward from 18.9c 
for private brands, 20.9c for major brands of regular. 
Tank wagon unchanged at 17.5c but reports say dealers 
are being guaranteed 4c margin. 

Hartford, Conn. (6c)—Socony-Vacuum, effective Sept. 
4, reduced dealer tank wagon price for Mobilgas ic, to 
13.9c, meeting reduction of 0.5¢ to 13.9c made by Sun 
Oil for Blue Sunoco on Aug. 28. Other major suppliers 
also have cut to 13.9c. Retail prices unchanged: 15.9c 
for private brands, and 16.9c and up for major brands 
of regular. 

Manchester, N. H. (7c)—Retail price situation here 
shows no signs of improving in two-months’ old war. 
Service station price for most major brands of regular is 
16.9c, private brands at 15.8 to 15.9c. Tank wagon post- 
ings unchanged at 17.2c, but most suppliers are grant- 
ing dealers “voluntary allowances” of 3.5 to 4c. 

Mansfield, Ohio (7c)—-There have been “some fluc- 
tuations” in retail prices here since price war started 
but no change of “major importance,” and situation 
is described as “pretty much status quo.” 

Newark, N. J. (5c)—-Suppliers continue to offer deal- 
ers in Carteret, Perth Amboy and Woodbridge “volun- 
tary allowance” of 1.5c per gal. off 15.9c dealer tank 
wagon, but similar allowances have not yet spread to 
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Newark. Reta! prices in “discount” area continue most- 
ly at 18.9c and 19.9c. Reports that t.w. “discounts” 
have spread to other areas in New Jersey not confirmed. 

Providence, R. I. (6c)—-Sept. 4 marked beginning of 
seventh week of gasoline price war here. Some ma- 
jor brand dealers have dropped postings for regular- 
grade to 14.5c, or 0.4c under lowest postings—14.9c—for 
private brands. Major brand retail prices range up to 
16.9c in some parts of city. Generally, “voluntary al- 
lowances” from posted tank wagon prices are being 
granted by suppliers which guarantee dealers 4c margin, 
according to NPN sources. 

Reading, Pa. (7c)—-No change has occurred in price 
war that started here late in July, with retail postings 
mostly at 16.9c and a few outlets, including private 
brands, at 15.9c. Tank wagon prices still are 4.3c be- 
low “normal” at 12.4c for regular-grade gasoline. 

Springfield, Mass, (7c)—-Retail prices unchanged with 
Sun Oil and Calso dealers at 17.9c, others at 18.9c, but 
reduced prices have fanned out to nearby towns, in- 
cluding Holyoke. Posted tank wagon unchanged at 
17c “normal” but most suppliers are giving dealers 4c 
“voluntary allowances.” 

Syracuse, N. Y. (6.4c)—Retail price war is in its sixth 
week here and pustings at most stations have “settled 
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out” at 19.9c for regular-grade gasoline which gives deal- 
ers 5c margin on 14.9c posted tank wagon. Margin had 
been 6.7c with “normal” retail of 23.6c and tank wagon 
at 16.9¢c. 

Wilkes Barre, Pa. (7c)—Price war in Susquehanna 
Valley apparently has “dug in for a long siege,” with 
most retail postings either 16.9c or 17.9c both in this city 
and nearby towns. Tank wagon prices of principal sup- 
pliers range from 12.7c to 13.9c, which compare with 
“normal” of 16.7c. 


GULF COAST 


Refining Trade Pessimistic 


There was considerable pessimism in the Gulf cargo 
market the past week despite the fact that surplus ma- 
terial was not burdensomely in evidence. On the other 
hand, all oils were freely available, and refiners said that 
inquiries were singularly light for this season of the year. 

Were it not for fairly regular contract liftings, some 
“distress” product would be available by this time, ac- 
cording to a number of sources. An Independent re- 
finer said that he had not received “a single letter, call, 
or any word from any spot buyer” in the past week. He 
added that in other years this is the season when Missis- 
sippi River terminal buyers usually are active in the mar- 
ket. 

Another development working to avert surplus condi- 
tions was reduced crude runs at a number of sizeable 
plants, and the opinion was that a break in heating oil 
prices now was less likely than in late August. 

Although inquiries were light, it was known that sev- 
eral East Coast terminal operators were prospective buy- 
ers of large quantities of No. 2 fuel for mid-winter lift- 
ing. In addition, one request for 150,000 bbl. of distillate 
for winter barge loading was disclosed. Apparently it 
was not the distillate situation that was worrying re- 
finers so much as the fact that gasoline stocks have failed 
to drop substantially in the heavy consuming season. 
Furthermore, efforts to sell gasoline to midwestern barge 
buyers for winter delivery so far have met with little or 
no success, according to reports. 

No changes in prices were reported, and some refiners 
said that discussions of spot prices now were “nominal” 
pending the entry into the market of some “serious” 
buyers. 

Bunker “C” fuel has loosened somewhat, according to 
several reports, and “three or four” cargoes of residual 
reportedly could be found at $1.85, the generally quoted 
cargo prices. No sales were disclosed. 


ATLANTIC COAST 
Summer Trading Lull Unbroken 


The summer lull in trading on the East Coast was un- 
broken during the week before Labor Day holiday, and 
all signs pointed to an unsettled month ahead. 

A growing number of retail gasoline price wars had 
marketers worried that large-consuming areas of the 
Seaboard would be victims of “cut” prices. In addition, 
marketers were faced with the problem of getting their 
distillate storage tanks brimful by Oct. 1, while encour- 
aging their reseller customers also to take as much as 
possible. 

No changes in terminal prices were reported, and trade 
reports generally pointed to a continuation of the quiet 
trading that has ruled for the past several months. Sens- 
ing a weakness in prices, both barge and cargo buyers 
have shown a reluctance to make sizeable commitments. 

On the other hand, several suppliers whose customers 
were citing “weak” distillate markets and asking for dis- 
counts were “taking a firm” stand, suppliers holding the 
opinion that distillate stocks are “not too high.” It was 


SEPTEMBER 9, 1953 


pointed out that to duplicate 1,000,000 bbls. of light fuel 
oils now in storage would require crude runs of 20,000 
b/d over five months of the winter at a 30% distillate 
yield. 

At New York Harbor, where barge prices for No.2 fuel 
were reported ranging upward from 9.15c, it was said 
that a firm bid would bring out a few offerings down to 
8.9c. Similar discounts to eastern suppliers storage could 
be obtained at a number of points, according to reports. 

Gasoline and heavy fuel were quiet, although efforts 
to find new customers were reported “stronger than ever. 
A Pennsylvania jobber currently supplying a large fleet- 
owning gasoline account said his customer had been of- 
fered a year’s supply from a major marketer at “2c below 
dealer tank wagon,” delivered at the customer's premises. 
The Independent declared that until recently he had sup- 
plied this account at 0.75c “below tank wagon” (“which at 
the time seemed to be the prevalent discount”) until 
recent conditions made his offer “lc under.” Similar 
reports were heard on retail sales “problems” on bunker 
“C” fuel. 


CHICAGO DISTRICT 
Heat Wave Wilts Trading Interest 


Open market interest in all products wilted in Chicago 
District’s 100-degree heat wave last week. 

Despite high stocks of gasoline and light fuels, prices 
remained steady for these products, and residual fuels 
maintained their firm position. Refiners and river term- 
inal operators reported no price changes. Terminal oper- 
ators disclosed no trading with local or lower-river/Gulf 
suppliers. 


CENTRAL MICHIGAN 
Gasoline, Road Oils Unaffected by Heat 


Demand for gasoline and asphalt/road oil continued 
strong in Central Michigan last week, apparently un- 
affected by the heat wave that sent interest in light fuel 
summer-fill programs into a sharp decline. Residual fuels 
were steadier, according to several refiners. Refiners’ 
prices were unchanged for all products. 

One refiner said improvement in his residual was due to 
new commercial installations and some conversions from 
gas to oil in his marketing area because of substantially 
lower cost of oil. 

Comparing cost per thousand therms, refiners said 
gas currently is 80c in his area, while No. 6 fuel figures 
at 50c on a delivered price basis of 8c gal. 

Another factor contributing to residual improvement has 
been sizeable lake sales to out-of-state destinations and for 
bunkering. Two refiners also report a record demand 
for asphalt and road oils this season. One said his 
sales volume to Sept. 1 this year was equal] to all 1952. 


MIDWESTERN (Chicago-E. St. Lovis Area) 
Residuals Unsettled in Open Market 


Residual fuels were the center of interest in a quiet 
trading period in the Midwest last week. Conflicting re- 
ports as to where prices stood for the bulk of spot offer- 
ings pointed to an unsettled open market for these grades. 

Light fuels were forgotten in the prolonged heat wave 
as were “discount” offerings of gasoline at pipe line term- 
inals. Refiners’ Group 3 quotations were unchanged for 
all products. 

In general, the consensus was that prices for No. 6 
fuel pointed upward. A railroad buyer said he was pay- 
ing $1.10, Group 3, for No. 6 over September, an in- 
crease of 5c over his July and August costs. 


Against reports that trade, in some cases, was being 
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NPN Gasoline Index 


Cents Per Gal. 
E Tank Car 
Sept. 8 .. $4 . 48 12.70 
Month Ago .... 5. 12.70 
Year Ago 15.32 11.65 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. Y¥. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 

* Previous figures revised to read as follows: Aug. 24 and 
Aug. 31, 16.46. 











sold low-sulfur No. 6 fuel at $1.05 and $1.10, were others 
that prices of $1.15 and $1.20 to consumers were “very 
firm.” 

There were open market traders, however, who said 
they could sell either high-sulfur or low-sulfur No. 6 at 
$1.10 on a spot basis. They attributed lack of orders from 
customers to lower prices being quoted by suppliers 
direct to the trade. 

One large trader said he was offering up to 40,000 bbl. 
of low-sulfur No. 6 monthly for next six to 12 months 
beginning Oct. 1 at “Group 3 low quotation in Chicago 
edition of the Wall Street Journal.” He also offered 
low-sulfur No. 6 for immediate shipment at $1.10 as did 
one other marketer. 

A third marketer disclosed a sale of low-sulfur No. 6 
at $1.10, but said he was having trouble covering at $1.05. 
Other marketers indicated they would take his order on 
a split commission basis at $1.075. 


WESTERN PENNA. 
All Products Continue Quiet 


There were no indications of changed status for prod- 
uct in Western Penna. refiners’ reports the first week in 
September. 

Open market trading in lubricating oils continued nil 
and although the Pennsylvania Railroad was in the mar- 
ket for its September requirements of cylinder stocks, 
some refiners said they were not interested because spec- 
ifications could be met by cheaper Mid-Continent oils. 

Refiners also declared that lowering prices would not 
stimulate demand for lubes, and prices had been cut to 
the bone already. Canned motor oils, they said, were the 
only market support for lubes. 

Distillate fuel picture also was gloomy. Increased ac- 
tivity which had occurred earlier in anticipation of re- 
moval for summer discounts tapered off when the heat 
wave struck. Some refiners feared most, with stocks as 
high as they are, that summer discounts will be continued 
well into fall. 

Gasoline market continued strong. 

Trading in wax was steady and refiners reported 
small-lot sales at quoted prices. While there was little 
export activity in petrolatums domestic market was said 
to be in good shape. 


No. 6 Demand Strong, Prices Firm 


Refiners in the Mid-Continent continued to report 
numerous calls for No. 6 fuel the past week, and prices 
generally were firm. Open market sales of other refined 
products were slow, although contract demand for gaso- 
line remained fair locally and at most northern pipe line 
terminals. Refiners’ quotations generally were unchanged. 

A few trade sources with the majority of 
reports, about strength of residual market. Oklahoma re- 
finer, for instance, quoting $1.10 for No. 6 claimed he lost 
some of his industrial consumer business for September, 
because his customers were able to buy low sulfur fuel at 


$1.05, Group 3 basis. Two resellers also said they could 
buy low sulfur at $1.10, high sulfur at $1.05, Group 3. 

But other refiners and marketers said market was firm 
at “$1.15 and up,” on low sulfur fuel, with numerous in- 
quiries in market for both low and high sulfur material. 
Oklahoma refiner reported selling “substantial quantity” 
of low sulfur No. 6 “at the market,” but declined to reveal 
additional details. 

While most refiners believed that No. 6 currently is 
strong, several said they were keeping their “fingers 
crossed” as far as fall and winter market is concerned. 
They pointed out that a number of refiners have been out 
of residual market all summer, producing road oils and 
asphalt instead. These refiners are now ready to switch 
back to residual production, which could affect supply and 
demand picture materially, depending on fall and winter 
weather. 

Gasoline was a little slow in Kansas, where dry weather 
was delaying farming operations, but withdrawals of gaso- 
line at extreme northern pipe line terminals picked up 
slightly during week. Oklahoma and Texas refiners 
generally said their local gasoline sales were holding up 
well. 

Distillate fuels and lubricating oils continued slow. Some 
refiners said they expect burning oils to start moving 
better by middle of September. 


LP-Gas Prices Boosted in Mid-Continent 


TULSA—Producers of liquefied petroleum gases are 
notifying their contract customers of price increases— 
generally 0.5c per gal.—to be effective for most part 
around middle of September. Increases to 4c for pro- 
pane by some suppliers will be effective Sept. 10, while 
others will advance on Sept. 16, 17, and 21, according to 
reports to NPN. 

Mix prices and butane prices also will be hiked, and 
while several sellers have no “posted” prices for these 
products, it is anticipated that producers once again will 
have price differential between mix and butane. 

Currently most producers are selling contract cus- 
tomers at 3.5c, Group 3, for propane, and 3.75c for pro- 
pane-butane mix and butane. At the Gulf, one supplier 
reports that his price for propane will be advanced 0.75c 
to 4.375c, effective Sept. 21. 

Orders for September shipments now are “very heavy,” 
producers say, for this is last month jobbers can buy and 
still have summer purchases credited toward winter 
quotas. 


Oil Price Index Unchanged 


Bureau of Labor Statistics’ wholesale oil price index, 
based on Platt’s Oilgram quotations, was unchanged from 
previous week. Current index is shown below in com- 
parison with corresponding week a year ago (1947-49 
equals 100): 


Crude and products .................. 
Crude 


a PE ee ere ree 
Residual fuels 

Lubricating oils 

Natural gasoline 


Bureau’s wholesale price index for other commodities 
was down 0.4% to 110.3 for week ended Sept. 1. 





Crude Oil Prices 


No changes reported in crude oil prices in week 
ended Sept. 5. For complete price schedules, see 
Aug. 26 NPN, p. 38-39. 











NATIONAL PETROLEUM NEWS 











OIL PRICES SECTION 





Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT SEPTEMBER 8 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oi] industry prices everywhere. 

Prices shown in tabies are sales prices or quotations or genera! offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker termina) operators; for current sales and shipments; for the busi- 
mess day or period stated; except Tank Lg T Prices, prices are for 
bulk lots such as tank car, truck transport, Prices applying to 
barges or cargoes or truck transport jote page 80 o> aurignased: FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; ex al) fees and taxes; 
for crude oll and its products lawfully produced “cna transported; re- 
ported as received by O/LGRAM and Nationa! Petroleum News but not 

teed; for subscribers’ private use only and not for resale or 


GASOLINE 


CALIFORNIA 
Les Angeles Dist.: 


90 Cet. Prom, .....«0.. 


(2)12.5-13.125 
(2)11,.5-11.625 


10.625-11.125 San Srentiee Oet.s 


90 Oct. Prem, .......... 


80 Oct. Reg. 
OKLA., Growp 3 (Nerthern shpt.) 


. (6)12.375-13.125 
4 90 Oct. Prem. 
10. 625-10. 875(2) 80 Oct. Reg 


MIDWESTERN (Group 3 basis) 
- (4)12.375-13.125 
* | (6)11.375-11.625 
0.625-10.875 


13.75-14.25 
13-13.75(2) 
12.75 
11.75-12.7 
(2)11.75-12.25 
10.75-11.8 


13.5 OKLA., Group 3 (Nerthern shpt.) No. 2 fuel 


13-13.75 
1 


3 
11.75-12.25 
11.25-11.5 


ARK. (For shipment te Ark. & La.) 


90 Oct, Prem. ........+.-. 13 
BO Cot, Reg. ....ccccccess 11.75 
60 Oct. M & below 10.625 


KANSAS (Fer Kansas destinations only) 
12.375-12.625(2) 
375 


coe 68D 
« »(€2)11.375-11.75 
11.375-12.375 


15.15(2) 
14.15(2) 


15.15(2) 
14.15(3) 


15.5 


14.25 ove D.I, Diesel.... 9.25 
. 2 8.5 


eee eee eeeee 


KANSAS (For Kansas destinations only) 


San Joaquin Valicy Dist.: 


KEROSINE, GAS & FUEL OILS 


8.8 
Diesel... (298. 625-8. 375 


*) (3)8.625-8.875(2) 


. (Texas & New Mex. shpt.) 


ts (2)$1.20-1.75 


W. TEX. (Texas & New Mex, shpt.) 


distribution or publication. During period of short supply, some sellers 
and at times ail) sellers, withhold quotations to new customers or the 
posting of firm prices but give O/LGRAM the prices they otherwise 
would quote to the trade in general and whicn they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are anenen 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OJLGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest O/LGRAM 
publishing office, New York, Cleveland and Houston, address Piatt's 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 


Subscription rate in U. 8: $150 per year, payable in advance. 


ARK. (For shipment te Ark. & La.) 
42-44 W.W. ..... eeecee 9.375 
Tractor fuel .... 10.25 
52 & below D.I. Diesel... . 9 
58 & above D.I. Diesel.... 9.375 
No, fuel econ 
No. SUE ccc ccccececess 8.1 
17.85-18.6 St BO Bec ee $1.90 
15.85-16.1 No, PUG. nccsescccsss $1.70 
No. GE cow cede cccvess $1.55 


(2)14.1-18.1 
(2)13.1-15.6(2) 


17.85-18.6 
15 85-161 WESTERN PENNA* 
Bradford-Warren: 
Kerosine 

55 cetane Diesel 
No. 2 fuel 11.05-11.35 
No. 3 fuel 11.05-11.35 
36-40 gravity fuel 10.85 
on City: 

Kerosine 11.55-11.95 
50 cetane Diesel .... 10.75 
No. 1 fuel 11-11.45 
No, 2 fuel 10. 75-11.05 
8.625-8.875(5) BG. 1 BRE: 2 .ksc0tpdtenes 10.75 
8-9 36-40 gravity fuel 

Pittsburgh: 
Kerosine 
50 cetane 
No. 1 fuel 


11.55-11.95 
11.2542) 


8(2) 
$1.10-1.30 


11.4 
(3)10.9-11.1 
36-40 gravity fuel ese-eees (€2)10.9-11 

* Prices of some refiners are subject to 0.5¢ 
gal. summer-fill discount. 


+ (5)8.875-9.25 
+ (5)8.875-9.375 
. 8.625-9 


CENTRAL MICHIGAN 

(FOB Central Michigan refineries.) 

Range oil 12.3-12.8 * 

46-49 w.w. hero, 12.35-13.2 

P.W. distillate ... 12.3-12.8 
(2)11.5-11.85 
11.175-11.7 
(2)8.25-10 
(4)6.75-8 
(3)6.5-7.8 


- (3)8.875-9.25 
« (4)8.875-9.25 


- (5)8.625-8.875 
(5)8-8.125 


$1.10-1.30 ONTO—Quotations of 8.0. Ohio for delivery te 


12. 
12. 
11. 
12 


9. > 
9.625 


Diesel (tight & Mea.).... 
(2)9-9.75(2) 


CALIFORNIA 


Ww. 14.4-14.8 

9.25 kan $2.05-2.15 
. $2.35(2) 

12.2-13.3 

13.7-14.8 


14.3-14.8 
$2.06-2.15 
$2.3512) 
12.2-13.3 
13.7-14.8 


9.5-9.75(2) 
(2)9.5-9.6 
8.75-9.75 


(2)13.8-14.3 


9.5 Stove dist. (PB 100) ...... 10.5-14.7 


$1.65 
NATURAL GASOLINE 


age BR NO RR biend- 
ers on freight basis shown below. Shipments 
may ——_ in any Mid-Continent manufac- 


. Diesel ... 


. eeeweeeeeces (2)14.5-15.25 
Covecceccoes 14.25-14.75 
(2) 13.5-14.125 

13.25(2) 


ee ee ee eeeewe 
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6.375( Quotations) 
5.875 (Quotations) 


ee eee eee ee eens 
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NAPHTHAS & SOLVENTS 


(FOB Group 3) 

Stoddard solvent .......... 
Cleaners naphtha 

V.M.&P, naphtha 

Mineral spirits 

Rubber solvent 

Lacquer diluent 

Benzo] diluent 


12.375(3) 
12.875(2) 
12.875(4) 
11.875(4) 
12.875(3) 
(2)13.125-13.375 
(2) 14.125-14.625 


WESTERN PENNA. 

OU City: 

Stoddard solvent ......... 16 
Pittsburgh: 

Stoddard solvent 16(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
a points: 

V.M.&P. naphth 18.0 
Mineral spirits & "ebbies 
solvent 17.0 
Rubber solvent 15.875 

E. TEXAS (Truck Trnspt, lots) 
Stoddard solvent 12.25 


CENT. W. TEX. (Truck Trnspt. tots) 
Stoddard solvent 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT SEPTEMBER 8 


KANSAS (For Kans. Dest’n. onty) 
Stoddard solvent 


ATLANTIC COAST 


V.M.&P. 

Naphths 
New York 

Harbor 
17.5(4) 

Baltimore 
Boston ... 
Providence .... 


12.5 
Mineral 
Spirite 
17(5) 
16.515) 
16.5(3) 
17.5(5) 
17.5(3) 


18.5(4) 


PETROLATUMS 


WESTERN PENNA. 

(Bbis., carloads; tank car, 
Snow white 

Soft white 

Lily white 

RONEN 35 bon 6 oh mace os 606% 0 6125-6. 75(2) 
Soft yellow elite kezicckwus 5.25-5.75 
Light amber 5.25-5.5 


1 to 1.5¢ less.» 


7.125-7.75 
a 75-1.375(2) 
625-7.25 


5-5.5 
4.75-5.375 





Mid. ; : VEST 
by SCULLY SIGNAL COMPANY care, fart great 


Canadian Licensee: EMPIRE BRASS MFG. CO. LTD. Toronto, Ontario 


00 LA for 
tank installations 








New York 


Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 








lar business letterhead. No obli- 
gation on your part whatsoever! 
Mail your request today! Pliatt's 
OILGRAM Price Service, 1213 
W. 3rd. St., Cleveland 13, Ohio. 


Get the OILGRAM Habit! 
Read OILGRAM Daily— 





COMPLETE DAILY OlL PRICE SERVICE 
DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—-by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request on your regu- 


MONDAY through FRIDAY 


A McGRAW HILL PUBLICATION 














LUBRICATING OILS 


WESTERN PENNA. 


Prices are for sales _ or offers Faecal 
reported, to jobbers & compounders onl: 


Viscous Neutrais—No, 3 col, pongo 


. (180 at 100°) — fi. 
10 p.t. . 


iso Wi Vis. (as ‘at 100°) 400-405 f. 
p.t eee 


145-155 vis, at 210°, 540-550 fl. No. 8 col 
=. 
4.5 
(5)23-24 


(2)18-19 

(2)19-20 

(2)21-22(2) 
26(2) 


MIDCONTINENT LUBES 

FOB Tulsa basis, for domestic shipment only 
Bright Stocks, vis. at 210° Neutrals, vis. at 
100°, 0-10 p.p. 


Neutral Ojlse—Conventional 
Pale Oils Col, 
60-85 vis 
86-110 vis. 
150 vis. 
180 vis. 
200 vis. 
250 vis. 
280 vis. 
300 vis. ee 
Bright Stock—Conventtona! 
200 vie D: 

10-25 p.p. 
150-160 vis 

0-10 p.p. 

10-25 p.p. 

120 vie 1 
OBO BAA i dos cvcsivcctece 20.5 

Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.1. 


Neutral Olls—Solvent (95 v.1.) 
170-180 vis, 
200-210 vis. 


Ce Go co Go CO Go tO 


20.5-21.5 
20.5-21 


(2)23-24(3) 


eee (2)16-17(3) 
- (2)16.25-17.25(3) 
16.75-17.75(2) 


Cylinder Stocks 
600 s.r., Olive green ...... 16.5 


GULF COAST—Selivent Refined Lubes. 
From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright stock—Vis, at 210° 


150-160 vis., 
test, 95 v.i 21.5-22.5(2) 


Neutral Olls—Vis, at 100°; 95 v.1.; 0-10 p.t 
200 WIS, coc vececee és 

BOO WIR, sb cdewec ce cccccvese 
BOO VIB, occcccecvccccssess 15.75-17(2) 
17.75~18.5 


SOUTH TEXAS LUBES 
(Vis. at 100° F. FOB 8S. Tex., refineries for 
domestic and/or export shipment.) 


12.2516) 

13.75(6) 

14.75(6) 

15.75(6) 

16.75(6) 
(2)17.25-17.75(4) 
(2)18-18.75(4) 


12.25(5) 

13.75(6) 

14.75(6) 

15.75(6) 

16.75(6) 
(2)17.25-17.75(4) 

; (2)18-18.75(4) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT SEPTEMBER 8 


ATLANTIC & GULF COASTS LPG PRICES 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina) operators. 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. be ee ae ae ae ee _ oo 
inéusteias 


92 Oct 86 Oct. 83 Oct. Kerosine “ae Propane 
, Reg. Gasoline Reg. Gasoline No. 1 Fuel(*#) No. 2 Fuel(* #) . . 

15.4-15.7 14.15-14.6 Pi eh (2)10,25-11(14) (2)9.25-10(16) a 

15.3-15.6 13-14.1 sees (2)10.15-10.9(14) (2)9.15-9.9(16) 

16.7(6) ot 2(7) . aies 11.3(9) 10.05-10.3(10) * tees tees 

14.4-16.6 (2)13.4-14. ~ 11.1(9) 9. 10.1(9) sees eeee Wee 

14.4 13.4 wh 11(4) 10(5) tees —— ae 
ecse » 10.3 9 eeee . 7 . 





(6) 16. 7-17.2 15.2(9) ; (2)10.95-11.2(14) (2)9.95-10.2(14) 
Charleston . .(2)14.1-15.25 (2)13.1-13.25 ces 11(5) 10.2(5) 
Corpus Christi -5-12.5 cove cece 
Houston 13.2 . “at 25-12.3 eoee 10-10.25 9.125-9.25 
do barges" +(2)13. 25-14.3 2-12.3 case 9.625-9.75 8.5-8.625(2 
Jacksonville (2)14.4-14.7(5) ais. 4-13.7(5) eeee 11.8(11) 10.65(8) 
—— 14.7 > a cece , cn WESTERN PENNA, (T.0., tn Bulk) 
obile 14.4(3) i 4 eee » 10.2(2) ‘ . 
New Haven.. 16.5(3) 15(3) 43 1¢8) 9.95-10.1(10) ee Se See 
New Orleans. 13.6 12.6 (2)10.3-10.33(2) —9.1-9.3(2) 122-124 A.M.D, sessereess 5(4) 
do barges . 13.6 12.6 snes 10.3 8.7 124-126 A.ML.D.  -..ceceees 514) 
Norfolk .... 14.3-14.6 13.3-13.7 eee 11.05(7) 10.05(6) 
Pensacola ... 14.4 13.4 sees 11.1(2) 10.2 SEABOARD 
Philadelphia.  16(2) (2)14.5-14.6 wake 10.85-11.1(9) 9.85-10.1(9) Meitt AMP. 3° . tee 
do barges. .... 14.4 aan 10.75-11(9) 9.75-10(8) A gy Kn a 
Pt.Everglades 14.7(3) 13.7(3) eoee 11.815) 10.65(3) ‘ : geale in bags or 
Portland .... 16.8(4) 15.3(4) iden 11.05-11.3(8) 10.05-10.3(8) : fully refined, stabs loose. 2xport prices 
Providence 4 16.7(4) 15.2(5) eee 10.95-11.2(8) 9.95-10.2(8) are FAs; scale in bags or bbis., fully refined 
Savannah .. 14.4-14.7(3) 13.4-13.7(5) sees 11.8(7) 10.65(7) ‘4 bags or cartons. 
Tampa 14,2-14.6(3) 13.2-13.6(4) oeee 11.7(8) 10.55(5) 


Wilmington, Crude Seale N.¥. Domestic N.Y. Expert 
Be CG. cose cartes 12.9-13.35 . 11(7) 10.2(7) 124-126 white 6.112) (2)5.5-6.1(2) 


Heavy 
Diesel Of11(* #) Light Diesel(#) Diesel 
Gas House Shore Plants Ships’ Bunkers Ships’ 
Gas Olls(*#) No, 4 Fuel No. 5 Fuel (50 cet., 55 4.1.) (45 cet., 45 4.1.) Bunkers 
N, Y¥. Harb. 10.1 (10)$3.22-3.78 $2.77 10.15-10.4(7) $4.34(4) $4.01(4) 
do barges. «s+»  (10)3.19-3.68 14 cae mod odee 
Albany ..... 10.7 3.98 seee 10.7(4) sens oss 
Baltimore .. ‘ 3.25(2) > 10.5(5) 4.34(4) 4.01 
3.19 cece cos osve 
ewes 9.4 3.74(2) 3.49 
pes eoee eevee 10.6(6) 4.38(3) 
Charleston . sous sees oboe 10.3(2) 4.30(2) 
Corpus Christi .... os06 esos Seee 
Houston ... odes seve dene 9(2) 3 
do barges. ovée see's edo aods ‘ 
Jacksonville. sobs haa ndoe 10.65(6) .473(5) — Prices to jobbers & distributors in tank car 
Miami sae dies one 10.65(2) .473(3) en and/or truck transport lots FOB refineries, 
Mobile aees St20 ones édes bse o0se pipe line terminals and inland waterway barge 
New Haven. rey . eeee 10.5(5) sees anew terminals. 
New Orleans ébes ~ (2)9.7-9.8x 74(3) 3.4912) 
do barges. aay inne er pein’ Motor Gasoline 


Norfolk .... 45 2 10.45(4) 4.34(3) Se ol 90 Oct, Prem. (2)13.85-14.625 
Pensacola .. eee sess 9.5 eos eee 84 Oct. Reg. (2)12.85-13.625 
Philadelphia . ‘ 3. 2. 10.25-10.5(7) 4.34(4) 4.01(4) 
do barges. odes — cose cece even nude Light Fuel Oi 
Pt.Evergiades .... cose cove 10.65(4) 4.473(4) o ow 
SS rer are att pre 10.7(4) ne spate Range oil (2)10.875-11.5 
Providence . i AP 3.21(3) 10.6(4) 4.38 as No. 2 fuel peve se 9.875-10.5 
Savannah .. Bees eee0 2.80 10.65(5) 4.473(5) cated 
as To pats bes dele 10.55(6) 4.429-4.431(4) o«i2 Heavy Fuel Oils 
iimington, No. 5, low sulfur 
mS. 10.3(2) 4.30(3) cone No, 5, high sulfur ........ (2)6.75-7(2) 
No, 6, low sulfur ~6.37 
No, 6, high sulfur 


-74(5) 


No. 6 Fuel No. 6 Fuel Bunker C 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1% Fuel 
No Sulfur Guarantee Max. 1% Sulfur Ships’ 
Guarantee Barges Sulfur Barges Bunkers 


N. Y¥. Harbor. $2.28(13) $2.25(15) (2)$2.35-2.43 (2)$2.35-2.40 $2.25(10) MEXICAN BUNKER PRICES 
2.60 : 


Baltimore .... - ee) 2.25(4) 2.43 2.40 
Baton Rouge.. 1.95 Yr pes 
Boston 2 3316) 2.29(5) 2.43 2.44 
Charleston .... + = 2.20(3) O58 ‘ 
Corpus Christi. 1.95 
Houston .. “wL 38 2.00 1,95(5) 
Jacksonville .. 2.21(6) 2.18(6) 
Mi 2.18 2.15(3) 
H 03 2.00 
New Haven .. 2.30(3) 
New Orleans .. 1.98(2) 
Norfolk 2.26(3) Fis’ 
Pensacola . cece 5 . ay een 
Philadelphia .. 2.28(8) . 2.43(5) 
Pt. Everglades. 2.18(2) See e 
Portland Laetis4 k we 
Providence ... -29(5) 2.44-2.54 ‘ 
sees 2.23(5) : esse out .20(5) 
Tampa 2 1600) 218th) ss so 7303) PACIFIC COAST 
(in Ships’ Bunkers, Diesel Fuel Banker © Fue 
sin . bes eee tee or Deep Tank Lots} (P.S. 200) (PS. 400) 
«*) At Atlantic Coast refineries and terminals south of . and at Tampa, prices of some San Pedro, Calif.. $4.20(5) $1.80(5) 
sellers to bulk commercial Mme ie 0.15¢ ane than prices shown above. (#) At points San Francisco .... 4.41(4) 1.85(4) 


north of and including Charleston, of] and ¢ ranges Portiand, Ore. ....  4.62(4) 2.1014) 
for kerosine and No, 2 fuel, are "elnject to 0.5¢ gal. ‘ Seattle, Wash. ....  4.62(4) 2.1044: 


8S. DOLLARS PER BBL. OF 159 LITERS 
Bunker C Dieset 
(Ships Bunkers) 


Tampico .....s..«+ . $3.75 
Veracruz P vese 
Minatitlan ........ : 3.75 


Guaymas . 
Manzanillo 
Salina Cruz 


PNP PNNE Epes: 
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REPUBLIC Olk REFINING CO. 


Refiners of 
and Petroleum 
Marketers Products 


Maia Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 








TANK CAR BUYERS 
* 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


PHONE 2-435) 


REFINERS MARKETING CO. 


a ee | 
Blenders-Morketers 


Morine Terminals—tos Angeles 
on Francisco Horbors 


Offices: 900 Wilshire Bivd 
Los Angeles 17, Calif 


HARTOL 


atte) hat] Mote) ice) 1 Nile). 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FiFTH AVENUE, NEW YORK 20. W_.Y. 








BARKOW PETROLEUM CO. 


Bafrelling- lending—Canning 


ole} 1S Ralomm-1.- me 2 62°) af 
Richmond—Seattle 

P. ©. Box 335, Point Station 
ited. lel. ism en Val. 

















OllL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT SEPTEMBER 8 


GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8S. Guif minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
Price indicates the number of companies quoting that prion. 

Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 


Grade 115/145 .... 19.75 41-43 w.w, Kerosine 
Grade 100/130 .... 7 9(2)-9.25-9.5-9.625(3)-9.75(3) 


Grade 91/96 
25(2)-8.5(2)-8.625(3)-8.75(4)-8.875 
93 Oct. Premium.. iy 


5 a Diesel & Gas Olls 
a ~12.875—13(2)—13.25(2) 43-47 Di Ind 75-8.75(2)-8.875 
4 — ae... 12.25(2)-12.375-12.5 $052 Diesel inden. Heiter ats 
- egular .. 53-57 Diesel Index. 8.625-9(2)-9.25 
83 Oct. Regular ... 
| Saree 


79 Heavy Fuels—Cargoes 


70-72 Oct, M No. 5 Fuel, 0-10 p.t. $2.60-2.65 
Leaded ......... 10.5(2)-10.75-11(2) Bunker ‘‘C’’ Fuel.. $1.85(7)-1.90(2)-2.00 


MIDDLE EAST CRUDE PRICES 


(Prices are per bbl. of 42 U. S. gals., exclusive of loca] port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per Dbl, differential per 
degree of gravity applies for gravities below and above those shown) 

Persian Gul 


Company Crude Gravity Loading Port 
Esso Export Arabian 36-36.9 ¥ Ras Tanura, Saudi Arabia 
M. E. Crude Sales Arabian q § J Ras Tanura, Saudi Arabia 
Socony-Vacuum Arabian -36.9 .97 Ras Tanura, Saudi Arabia 
Esso Export Basrah .$ ; Fao, Iraq 
Anglo-Lranian - Iraq Fao, Iraq 
Shell Petroleum Iraq 5.9 Fao, Iraq 
Socony-Vacuum Iraq Fao. Iraq 
Anglo-Iranian Kuwait Mina-al-Ahmadi, Kuwait 
Gulf Exploration Kuwait Mina-al-Ahmadi, Kuwait 
Anglo-Iranian Qatar Umm Said, Qatar 
Esso Export Qatar ‘ Umm Said, Qatar 
Shell Petroleum Qatar 39-39.9 Umm Said, Qatar 
Socony-Vacuum Qatar 39-39.9 Umm Said, Qatar 
editerranean 
Sidon, Lebanon 
Sidon, Lebanon 
Sidon, Lebanon 
Tripoli, Lebanon/Banias, Syria 
Tripoli, Lebanon/Banias, Syria 
Tripoli, Lebanon/Banias, Syria 
Tripoli, Lebanon/Banias, Syria 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs, Purchases by Creole not subject to 


contracts with Venezuelan government are made at prices established by schedule shown below 
less lc per bbl. 


No. 2 Fuel 
8. 


11.75(3)—11.875-12(4)-12.25 
11.25(2)—11.375-11.5-11.75 
11(2)-11.125-11.5 


© 


Esso Export Arabian 36-36.9 
M. E. Crude Sales Arabian 34-34.9 
Socony-Vacuum Arabian 36-36.9 
Anglo-Iranian Iraq 36-36.9 
Esso Export Iraq 36-36.9 
Shell Petroleum Iraq 36-36.9 
Socony-Vacuum Iraq 36-36.9 


SSSes .8sseue 
A463 


sovsgetbaheesll iacanasseimils : 
eee 


69 69 


a3a-3 


Price Effective 
Crude Gravity API $/Barre FOB Date 
Bachaquero 14-14.9 $1.76 Las Piedras or Amuay June 23, 1953 
Tia Juana Heavy ..... 19-19.9 2.13 Amuay June 23, 1953 
Lagunillas Heavy ..... Flat Las Piedras or Amuay Oct. 11, 1952 
Tia Juana Medium .... 26-26.9 Amuay June 23, 1953 
Tia Juana 102 L.P. 26-26.9 Amuay June 23, 
Tia J 30-30.9 Amuay June 23, 
Las Piedras or Amuay June 23, 
Tucupido June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Caripito June 23, 
Caripito June 23, 
Capure (Pedernales) June 23, 1953 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications 
- , unless otherwise noted.) 
wane Grade 100/130 Grade 91/96 


18.1(2) 
18.2 
18.1 
18.1 


18 
17 
17 


PNP OONNNNN 
SSseezrsse 


SSR8e 


10.76-11.15 
11.3-12.15 
10.3-11.15 


15.9(2) 
12.45-12.7(3) 
11,95(3) 


11.2-11.45(3) " 
GEE Sa). tac cnosscuenesaane : 8.114) 


No, 6 Fuel ..csececesscees 7.35(4) 
Cleveland. 


(a) 
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Tank Wagon Prices 


are Sept. 8, 1953, as posted by principal marketing companies at 
thew headquarters 0j/es, Owl subject to wleT CUTreciwn. 


Prices for 
fi @s shown in next column. 





as ind 





‘Par Pome BT gn gs” EY 

tazres Kerosine tank wagon prices 
siso do not | include taxes; wovélene tama auld tested ave eadianted 
, » any, are shown in footnotes. These prices in 





Atlantic 


Gasoline Kero. & 
(Regular Grade) No. 1- No. 2 
Cons, Dir, Fuel Fuel 
T.W. T.W. Taxes T.W. 


ATLANTIC 
REFINING 


Allentown, Pa. 


~ 
° 


Greensburg 
isburg ... 
Philadelphia 
Pittsburgh .... 
Reading as 
Wilkes Barre.. 
ot “dl 


SOSOMM sd sOcdsdodoo sess cess: 


eo: Seeo & coooooeco 


bo & go bod 


SPARAAAONOAWNHO 


Rochester 
Syracuse 
Watertown ... 
Baltimore, Md. 
Richmond, Va.. 
Charlotte, N. C. 
Jacksonville, 


co SeoocoooooO 
BESSSSSEES 


PRAD+- AIAIAAMWS: NOS: 
= 
7) 


kk lh lel 
a CORK CONONHNOESS. 


CO COMPMaAMagaauaa., 
& 


ne 
Qu 


Mineral Spirtts 

T.w. 
Philadeiphia,Pa. .... 18.5 20.0 
Pittsburgh «apogee 22.0 23.0 


mts V.M.2£P. 
T.W. 


Heavy Fuel Olils—T.W. 


No. & No. 6 
Philadelphia,Pa. ........ 8.22 6.43 


Discounts: 

Kerosine and Nos, 1 & 2 fuels—Seasonal 
discount of 0.75c allowed at Wilmington, Del., 
and Pennsylvania points; 0.5c at all other 
points. 

Notes: 

Kerosine—Thru Pa, & Del., add ic per 
gal. for t.w. deliveries of less than 100 gals. 
at one time. Camden—aAdd lc for deliveries of 
100-294 gais.. 2c tor less than 100 gals. 

Mineral Spirits prices also apply to Stod- 
dard Solvent 


(N. B. Prices are Continental’s 
tankwagon prices. Current selling 
prices may vary from those shown 
because of local conditions.) 

Conoco Demand 
N-tane ‘3rd =Gaso- 
(regular) Grade) line 
Wagon Taxes 
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Seeesissssse 
Swwenococooow¢go 


BOCAOHF+ACHOOCHAND 
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these city taxes: 
Atbuquerdue’ & Roswell, 0.5c; Santa Fe, ic; 
Cheyenne, ic; Casper, ic. 


Salt Lake City and Twin 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 gals., deduct 0.5¢; 
400 gas. and over, deduct ic, 


T.W. prices are to consumers and dealers. 


SEPTEMBER 9, 1953 


line do not include tazes; they do, however, include 
Gasoline 


, shown in Ala. 1/40c on 


STANDARD OF CHEVRON 
CALIFORNIA a) , Av 0) rk 


400 Gals. & over 


iff 


San Fran., Cal. 


Portland, Ore. SoRea 
Seattle, Wash. 


seen 


sees 


Honolutu, , 
Fairbanks, Alaska. 


wena to Oh me tone 
We & 00 -2.00 & On OO =3~2.00 OD 
cotooumsousccos 


, qe 
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Honolulu 
Fairbanks 
Juneau 


Taxes: 
Boise—Sc gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c state. 
Salt Lake—T7ce gas tax applies to motor 


fuel only; avgas taxes are 2c federal, 4c 
state. 


Honolulu—8.5c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oi] price is 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 

Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5c for 200-399 gais., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal, delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
pir to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Phoenix, Spokane, 
Boise, Salt Lake, and Honolulu which are 
2.0c gal. higher—than Chevron (Regular) for 
quantity delivered. For less than 40 gal. de- 
liveries, add 5.0c gal. to 40u-gais.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals, (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5. for 100/120. and 8.0¢ for 115/145 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 & over 
For other deliveries: less than 40 gals., nad 
8c; 200-399 gals., add ic; 40-199 gals.. add 4c; 
tank car/truck trailer, deduct 1.5c. Salt Lake 

is for minimum 


Standard Lvesel/Furnace Oi] & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals, or more. For other deliveries: 40-199 
gais., add ic; 200-399 gals., 0.5c; less 
than 40 gals.. add 5c 

* Standard No. 2 Burner Oil. 


0 Aa bo OF Aa ee Ge tt > On bo 
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- HUMBLE Gaso- Kerosine 
Ol Regular line Tank Re- 
T.W. Retail Taxes Wagon, tail 

Dallas, Tex.. 14.8 “ é 13.3 17.5 
Ft. Worth .. 14.8 . J 13.3 17.5 
Houston .... 14.7 y A 13.3 17.5 
San Antonio. 15.0 4 y 13.3 17.5 
Notes: 

T.W. prices are to all classes of dealers and 
cons mers 

x Effective June 24; shown incorrectly in 
Aug. 26 & Sept. 2 NPN 


Humbie 
Gasoline 


Inspection fees per gal., included in both gasoline and kerosine prices, 
unless otherwise specified, are as 


follows: 
; Army! 1/20c; Fie. 1/8c; Il. 3/100c; Ind. 


gasoline 
2/25e; Kans. 1/100c; La. 1/82c; Minn. 5/200c; Mo;-1/25c; Neb. 2/1000; 
Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla, 2/25¢; 8. C. 1/8c; 8. D. 
1/40c; Tenn. 2/5¢c; and Wisc. 3/100c. 
Kerosine inspection fees only: Ala. 1/2¢; 


Iowa 1/50c; Mich, 1/5e 


ESSO 
STANDARD 


Esso Gasoline 
(Recular Grade) 
Gasoline 


Atlantic City, N, J. 

Newark 

Baltimore, Md. 

Cumberland 

Washington, D. C.. 

Danville, Va. ... 

Petersburg 

Norfolk 

Richmond 

Roanoke . 

Charleston, W. Va.. 

Fairmont 

Parkersburg 

Wheeling 

Charlotte, N. C, .. 

Hickory eevece 

Mt. Airy 

Raleigh 

Salisbury .. 

Charleston, Ss. c.. 

Columbia 

Spartanburg 

New Orleans, 

Baton Rouge 

Alexandria 

Lake Charlies 

Shreveport 

New Iberia 

Knoxville, payee 

Memphis ° 

Chattanooga 

Nashville 

Little Rock, Ark... 
Naphthas.T WwW. 

Min. Sprits 
Newark, N. J 


3.690 gals. & over... 18.0 
Steel Dbis. ......+6++ 24.0 
Baitimure Ma 
3.600 gals. & over... 16.7 
Steel bbis, 
Washington 
100-499 gals. 
500-3.599 gals. 19.0 
3,600 gals. & over. 17.2 
Steel bbis. 26.0 


visicn iy ae w. 
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cor 
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No.4 Ne,.6 
Atlantic City, N.J. 
Newark 

Baltimore, Md. . 
Washington, D. c. 
Norfolk, Va. 

Danville 

Petersburg 

Richmond 

Roanoke 

Charlotte, N. 


$3.744 $2.836 
3.79 2.85 
4.05 2.89 


etdced 


SSESPEBSEESES: 


Salisbury ‘ 

Charleston, 8, C.. .... 

Columbia . ° 

Spartanburg 13.5 ess esee 
Taxes: Louisiana kerosine prices do not in- 


clude lc state tax. 
Di ts: §& “On di of 0.5¢ al- 


lowed on kerosine and Nos. 1 & 2 fuels. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add lc for 
100-299 gals. 2c for less than 100 gals. 

No, 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gais. 
price is $2.83 per bbl. 





IMPERIAL (Prices are per imperial - te 
arrive at ones per U. 
Ol subtract 1/6th.) 

Easo Gasoline 
PA Grade) 
Dester Ga-otine 
T.w. 


af 


SBEPREIIVSRSESEg 
SCOeH BAGH Hee wwe 


St. John’s Nfid. .. 
Halifax, N. 8. ... 
St. John, N. B. 
Charlottetown. P. 
Montreal, 


Bay 


Toronto, Ont. 
Hamilton, Ont. 
Winnipeg, Man. 


Sooooeoocooo 
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Tank Wagon Prices (Continued) 
SOCONY VACUUM 


a/¥ s/¥ 
Mobilgas ae Grade) Mobilfuei Moeblilheat Ne.4 Ne. © 
Cons. Dir. 

T.c. T. T.W. 


ai 
3 


Foe 
T.W. T.W. 


11.21 
11.21 
11.21 
11.21 
11.21 

9.95 


< 
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New York City: 
Manh. 


+ an 
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PAA2oe 
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11.29 


bE 


Jamestown ..... 
Mt. Vernon .... 
Plattsburg 
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Providence, 
Burlington, Vt. 
Rutland 


AID APIA Hw 
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Ceanaee 


seen 


et pk Pt pet tt tt e+ oe 
SEESRSREESES: SES 


agon Bosten Hartford Providemes 
Mineral Spirits wusdee ° 9 20.5 . ° , 19.5 
V.M.&P. Naphtha a. 19 22.5 23.5 20.5 4 21.5 
Taxes: N.Y.C. prices are ex 3% city sales ‘tax, Syracuse prices ex 5% city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobil Kerosine & Mobilheat—New York City & Mt, Vernon prices subject to 0.5¢ discount, except on tank wagon discount is applicable 
only to deliveries of 300 gals. or more; all prices (tank car, yard & tank wagon) at all other points subject to 0.5¢ discoun 
Mobilfuel Diesel—New York City (Kings & Ri tank car prices subject to 0.5c discount; New York City & Mt. Vernon tank wagon prices 
subject to 0.5c discount on deliveries of 800 gals. or more; tank car and tank wagon prices at all other points subject to 0.5¢ discount and 
wagon prices subject to additional 0.5¢ discount on deliveries of 800 gals. or more. 
Notes: Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 
x Effective Sept. 4. 


OHIO STANDARD 


Sohio X-Tane Gasoline 
a same 
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21.5 
21.5 
21.5 
21.5 
21.5 

5 
21.5 
21.5 
21.5 
21.5 
21.5 


Cincinnati 
Cleveland 
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Mansfield 

Marion 

Portsmouth 

Toledo 

Youngstown 16.5 21. 

Zanesville 7. 16.5 21. 

Taxes: Hangar operators can purchase ‘aviation gasoline less 4c per gal. State Road Tax by 

A-10 to supplier. 

Discounts: Sohio Aviation—on contract to hangar and resellers, 2c off consumer t.w. 

Notes: Kerosine, Nos, 1 and 2 Fuels—Prices are for 100 gals. or more. 50 to 99 gals. add ic per gal., 1-49 gals. add 2c per gal. 
Naphthas & Solvents— T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 wg add 2c; less than 150 
gals., add 5c 


Renown ‘third grade) gasoline prices are same as X-Tane unless otherwise noted. 8.83. prices are at company-operated stations. 
INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants ——— the company’s prices are publicly posted. 


F Ou—_—_———_ 

(Reg. Grade) 100- 100 175 350 1,000 K 

Cons. Dir. line sine gals. 174 249 999 gals. gals. 
T.W. T.W. gals. gals. gals. & over & over 

Chicago, Il, 18.3 16.3 . ape 

South Bend, Ind. . 19.0 

Detroit, Mich. 18.3 

Mpls.-St. Paul ... 17.8 

Des Moines, Ia. .. 17.4 

St. Louis, Mo. 

Wichita, Kans. 

Omaha, Nebr. ‘ 
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coscoco 


Birmingham, 
Mobile 
Montgomery 
Atlanta, Ga. 
Augusta 

Macon 

Savannah 
jackson“ Fila. 
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cece Dallas, Tex, .... 

14.3 Ft. Worth ...... 

13.8 Wichita Falls ... 
Amarillo 
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Stanolex 

Fuel C 

1-749 gals. J 8.0 
750 gals. & over .... " 7.25 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, ic 
county; Montgomery, ic city & lc county; Pen- 
sacola, ic city. Other taxes not included in 
Taxes; St. Louis, Mo., gasoline tax includes ic prices: Georgia, kerosine, 1c; Montgomery, ker- 
city tax. Des Moines, Ia., kerosine and furnace osine 1c; Mississippi, kerosine 0.5c. 
oil prices do not include 4c state tax. State 
sales, occupation, consumer & use taxes to be Notes: Dealer t.w. prices apply also to al N 

where a 


otes: 
classes of consumers with minimum delivery Consumer t.w. prices are same as net dealer 
* ““Temporary”’ price. of 50 gals. prices. 
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DISPLAYED: Advertisements set in special type or with border— 


$13.50 per column inch. 
UNDISPLAYED: “For Sale” 


“Business portunities’, 


“Wanted to Buy”, “Help Wanted”, 


CLASSIFIED 








tions set in type this size without border—30 cents a word. Minimum 
charge 


$7.50 per insertion. 


‘Positions Wanted’’—15 cents a word. Minimum charge $3 per insertion 
Box number counts 2 words. Copy must reach us by Wednesdcy, 
two weeks preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash di ts on cl 


ified advertisements 








Position Open 


MAJOR OIL company distributor requires 
salesman familiar with oil business. Apply 
P.O. Box 763, Trenton, N. J. 


WANTED: EXPERIENCED RECAPPER with 
Oil Company background. Free to travel. 
Large commissions for right man selling new 
type Camelback and tubes. State territory 
preference in first letter. Box £22. 


For Sale 


1000 GALLON TANK, INTERNATIONAL chas- 
sis, 50 GPM Bowser meter, power reel with 
150 feet of 1%” hose, excellent for fuel oil. 
Also 800 gallon tank on International chassis 
and 600 gallon tank. All priced reasonably. 
Will trade. Pritchard Oli Co., Box #1, Mad- 
ison, Indiana, Phone 17-2401. 


For Sale 


FOR SALE: ONE 4000 GALLON Fruehauf 
Tank Trailer, 4 compartments, single axle, 
$1,500.00. The Unien Sand & Supply Corp., 
Painesville, Ohio. Painesville 4347. 


FOR SALE: ONE 1200 GALLON 5 compart- 
ment tank. Power take off, hose reel and 
meter—enclosed barrel carrier. Mounted on 
1947 WA 14 White with WA 20 motor. 9.00 x 
20 tires. Rubber excellent—§1,600.00. Pett- 
way Ol] Company, Box 2068, Chattanooga 9, 
Tenn. 


FOR SALE: ONE SIXTEEN HUNDRED GAL- 
LON tank complete with dual hose, reels and 
meters. Fully skirted, mounted on U 45 Auto- 
car. Real bargain. One forty-two hundred 
gallon Heil tank eleven hundred twenty Budd 
wheels. Real bargain. Truax Oil Co., Phone 
1212, Gulfport, Mississippi. 


For Sale 


FOR SALE: 834 GALLON BUTLER tank, six 
compartments, enclosed barrel racks, power 
take-off, hose and reel. 1949 Dodge, good 
condition, $800.00. Less meter and reel 
$700.00. C. B, Singleton, Trenton, Tennessee. 


Wanted to Buy 


WANT TO BUY 
Entire or substantial part in- 
terest in established gasoline 
and fuel oil jobbing business in 
the mid-west. 
BOX 821 

















Three Major Refiners 
Cut Back Crude Runs 


Three major oil companies have 
announced cutbacks in refinery crude 
runs ranging from 3.25% to 17%. 

The companies, Sinclair Refining 
Co., Phillips Petroleum Co., and Mid- 
Continent Petroleum Corp. an- 
nounced the cutbacks, effective Sep- 
tember 1. Sinclair is dropping runs 
by about 20,000 b/d—5%—during 
September “because of the continued 
contraseasonal increase in total in- 
dustry supplies of gasoline and rela- 
tively high stocks of other products.” 

Phillips said it was cutting back 
8,000 b/d, about 3.25%, “indefinite- 
ly.” 
Mid-Continent dropped runs back 
nearly 17% and gave oversupply of 
products across the country as the 
reason. It said the situation called 
for similar cutbacks by all refiners. 
Mid-Continent’s crude runs were cut 
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from an average 60,000 b/d to 50,000 
b/d, the company said. 


Jobber in Michigan 
Using Sohio Brand 


Gibson Oil Corp., Fleet-Wing job- 
ber in Adrian, Mich., is using the 
“Sohio” brand name and familiar 
red, white and blue colors on its four 
stations. The brand name appears 
on curb signs and gasoline pumps. 


W. J. Loufman, Fleet-Wing Corp. 
president, said that petroleum prod- 
ucts have been marketed in Michigan 
for several years under the “Sohio 
Fleet-Wing” name. Since Sohio 
Fleet-Wing facilities there were sold 
a few years ago, many Fleet-Wing 
jobbers have been asking for Sohio 
brand products. 

Sohio branded products were sup- 
plied to Gibson Oil to satisfy that 
jobber’s particular request, Mr. Louf- 
man said. Adrian is near Sohio’s To- 
ledo, Ohio, refinery and within that 
trading area. Gibson Oil operates in 
Lenawee County on the Ohio border. 

“Fleet-Wing has no immediate in- 


tention of providing other jobbers in 
Michigan with products of the Sohio 


brand,” he added. Fieet-Wing is a 
subsidiary of Standard Oil Co. (Oh‘o). 


Union to Blend Lubes 
At Portland Plant 


Union Oil of California will build 
lubricating oil blending facilities at 
its Willbridge terminal in Portland, 
Ore., to serve the Pacific Northwest 
marketing area. 

The products now are moved by 
tank car from Oleum, Calif., for mar- 
keting in Washington, Oregon, Idaho 
and parts of Montana. 

Ralph Cairney, Willbridge plant su- 
perintendent, said the installation will 
enable Union to bring in blending 
stocks in bulk by marine tanker from 
California at a substantial savings in 
freight. Plans for the $450,000 plant 
and equipment are now being com- 
pleted and bids will be called for in a 
few weeks. 

The facility is the first of its kind 
in the region for Union, according to 
Mr. Cairney. 

Fifty-five different grades and 
types of lubricating oils will be pro- 
duced. The plant presently includes 
storage for all grades of fuel oils 
and a canning operation. 





Summary of River Barge Commercial Ship ments from Gulf Coast—June 1953 


(Figures in bbis. From data prepared by Department of Interior, Ol) & Gas Division) 


Gasoline Kerosine Heating Ol] Gas O01 Fuel Ol Tatbes ° Total 


From TEXAS to: 
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GASOLINE STOCKS DISTILLATE—KEROSINE STOCKS COMBINED 








BARRELS 


MILLIONS OF BARRELS 


MILLIONS OF 


1949 1950 1951 1952 JJUNE JULY AUG 7 1949 1950 1951 1952; DUNE JULY 


AUG. 
AUGUST 1953 














AUGUST 1953 








Gasoline Stocks Distillate and Kerosine Stocks Combined 
East — West ere 


Fast of Rockies West of Rockies 
Bbls. Bbl 


is. 
1949 (August 31) 88,739,000 16,140,000 1949 (August 31) 87,484,000 14,043,000 
1950 (August 31) 93,171,000 13,896,000 1950 (August 31) 81,545,000 
1951 (August 31) 100,188,000 14,258,000 1951 (August 31) 108,750,000 
1952 (August 31) 104,173,000 14,419,000 1952 (August 31) 125,808,000 
1953 (August 31) 122,676,000 20,611,000 1953 (August 31) 137,377,000 
1953 (July 31) 123,342,000 20,081,000 1953 (July 31) 120,597,000 
1953 (June 30) 126,091,000 20,105,000 1953 (June 30) . 100,958,000 11,205,000 


RESIDUAL STOCKS poet CRUDE Oil STOCKS 








MILLIONS OF BARRELS 
MILLIONS OF BARRELS 





1949 1950 1951 1952 [JUNE JULY AUG 


1949 1950 1951 1952 JJUNE JULY AUG AUGUST 1953 


AUGUST 1953 




















a Crude Oil Stocks* 
Residual Stocks East of Rockies West of Rockies 
Bbis. Bbis. 

ee oe Wig Se 1949 (August 31) 224,809,000 35,776,000 

1949 (August 31) 27,679,000 39,164,000 1950 (August 31) 205,659,000 31,734,000 

1952 (August 31) 35,856,000 18,205,000 1953 (August 31) -+ 246,106,000 36,605,000 

1953 (August 31) 31,378,000 19,534,000 1968. (July 31) 263,761,000 oe, s08,e08 

1953 (June 30) 26,590,000 17,211,000 
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RUNS TO STILLS—CRUDE PRODUCTION Crude Runs to Stills 
ge RUNS TO STILLS 


7 T CRUDE PRODUCTION 
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Crude Oil Production 
East of Rockies 
. b/d 

(August) 3,884,200 
(August) 4,765,000 
(August) .. 5,257,200 
(August) 5,239,400 
(August) i 5,497,225 
(July) 5,419,360 
(June) 5,584,700 
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SS 
SS 


SK Qj; };, \ I 
SS 
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SS 


MILLIONS OF BARRELS DAILY 


SS 8 


(Figures used for charts and tables are from Bureau of 

Mines report for 1949-1952 and June, 1958. The figures 

for July and August, 1953 are from API weekly statis- 

ne tics—figures used are for date nearest to erd of month 

1950 1951 1952 UNE 4JULY AUG, and will be revised as Bureau of Mines reports become 

AUGUST 1953 available. Stocks figures for 1953 are on new basis due 
to transfers and additions of stocks in new facilities.) 
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Gasoline Consumption by States, May 1953+ 


(American Petro‘eum Institute) 
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EG -¢uath «6 dedces oul 
Daily Average 
Change from previous year: 
EES Rr re . + 1,198,043. 000 
Percentage change in Daily Average .......... 4. + 7.29% 
+ In general, these figures include all gasoline sold or consumed within the confines of the state, regardless of whether it was for a taxable or 
nontaxable purpose. 
t These are state tax rates per gallon. In addition there is the federal tax of 2c per gal. 
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three-month guarantee offered on the 
Dri-Charge line, and often don’t fill 
out the guarantee tag attached to 
each battery. 

One dealer employe couldn’t re- 
member whether the extra cost was 
$1 or $1.50, and wasn’t sure what 
guarantee was offered. But he ex- 
plained with conviction how filling 
with acid at the point of sale as- 
sured the customer of a fresh bat- 
tery. 


Selling Point—pPositive assurance 
of selling nothing but fresh batteries 
seems to mean more to the dealers 
than to the customers. All of them 
report that they have far less trouble 
from early battery failure. One 
dealer said: “I don’t have to worry 
about stocking slow-selling types 
that may be on the shelf for months.” 

Although dealers neglect the writ- 
ten guarantee, most of them are 
careful to stamp the date of sale on 
the battery. Adjustments for short 
life can be made on the strength of 
this date alone. 

There are three 6-volt Dri-Charge 

' — 7 batteries in the Firestone line. They 

. H are the premium price, regular, and 
THE EXPERIMENT failed 30 years ago—now oil men ask .. . vo ita of egy mento agli aro 
cate except for the dry charge “ea- 
ture, the Supreme Power, the Deluxe 
Extra Life, and the Standard. Fire- 
stone also offers two low-price bat- 
e Cc hi: oO > teries, but they do not have Dri- 
Charge duplicates. 
is Dry-Charging ate ing n 7 Handling Acid—Dealers who take 
on the Dri-Charge line must also 
carry a stock of electrolyte. This is 


a 





By FRANK C. STURTEVANT 
TBA Editor 


A solution may be in sight to one 
of the problems in the year-old ex- 
periment of shipping charged, but 
ary, batteries from the factory. 

A quick check of service station 
operators who have handled such bat- 
teries indicates dealer acceptance. 

If their attitude is a clue to gen- 
eral dealer opinion, the oil industry 
may shortly have the answer to the 
question of getting fully charged 
batteries into customers’ cars. 

Of the dealers queried, those who 
have taken on the Firestone Dri- 
Charge line have stopped handling 
conventional batteries altogether. 
They have disconnected or thrown 
out their trickle chargers and they 
say they will not go back to han- 
dling wet batteries. 

The battery cost is only an extra 
$1, and dealers seem to have no 
trouble justifying the “factory-fresh” CUSTOMER HEARS Dealer Gallagher explain that the Dri-Charge battery is factory- 
idea. Some even ignore the extra fresh because he just filled it with electrolyte 
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*® Registers in the office automatically lock the shut-off valves on the rack 
s© no product can be withdrawn until authorized. 







How to load trucks 
faster with a 
closer control: 


RED SEAL REMOTE 
CONTROL METERING 


You can do what these efficient new bulk plants are doing 
. « . get trucks rolling minutes faster . . . with all control 
firmly under the thumb of one man. Each of the Red Seal 
Remote Control registers in the office is accurately synchro- 
nized with a rack meter outside. Your dispatcher handles 
many trucks with ease .. . no running back and forth . . . no 
waiting. Automatic interlock prevents withdrawal of product 
until authorized by inserting a ticket and clearing the 
proper register. Tickets are meter-printed right in the office, 
eliminating inaccuracies and speeding accounting. And you 
get the dependable accuracy of Red Seal meters . . . accu- 
racy sustained for millions of gallons with lowest main- 
tenance costs. Loading speeds up to 650 gpm. Ask our 
nearest branch office for details. 







aa 
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® Efficient drive-through layout together with Red Seal remote metering 
cut loading time tremendously in this fuel oil bulk plant. 


NEPTUNE METER COMPANY 


50. WEST SOTH STREET. NEW YORK 20, N. Y. Meter-printed tickets save checking-ovt time, too. 


*® No waiting . . . dispatcher gives “go-ahead” as truck rolls to stop. 
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sold to them in one-quart plast’c 
bottles, shipped 12 bottles to the 
case. A caze of acid costs $12.10, 
but the case can be refilled for $1.80. 

Ac’d handling at the service cta- 
tion, contrary to expectations, seems 
to be no problem. Many oil and 
battery men, recalling the failure of 
the dry-charged battery some 30 
years ago, predicted this would be a 
major stumbling block. 

They pointed out that mozct of the 
battery reta‘ling at that time was 
done by battery dealers who under- 
stood better than station operators 
how to handle acid and how to fill 
batteries. Yet dry-charge shipping 
did not work out. 

Waiting Per'od—<Another problem 
expected to arise wa3 the time lag 
between the addition of acid and the 
point at which full current output 
becomes available. Dealers are ad- 
vired to wait 30 minutes but none 
who were queried wait that long. 

One leader explains that his first 
act upon making a sale is to fill the 
new battery with acd. It stands 
while he uncouples the o!d battery, 
takes it out, installs the new one, 
and hooks it up. He thinks that’s 
long enough, and says he has had 
no trouble. 

Another says he gives each new 
battery a clow charge for about five 
minutes, although the experts say 
such a charge is of no value. A fast 
charge of not over 70 amperes for 
5 to 10 minutes is recommended when 
a battery is installed in cold weather. 

Still another dealer keeps a Group 
1 battery filled all the time. He has 
a steady demand for batteries of 
this size, and reports that in no case 


PLASTIC BOTTLES hold the battery electrode. Here William Gallagher, pours the 
acid into a dry-charged battery, before insta!ling it in a customer's car 


a fil‘ed battery ever sat on the shelf 
more than five days. 

Th's too, is contrary to instruc- 
tions, which say that if not installed 
in 24 hours after filling, the battery 
chould be brought up to full charge 
at a slow rate, and trickle-charged 
thereafter. 

Dealers are advised to keep their 
electrolyte in a warm area. Trouble 





EVER-TITE 


eT Td a Meltl ol ilalrer; 


Speed deliveries—prevent leakage—save spill- 
age—by using EVER-TITE Couplings. They give 
a quick, sealed connection that stays tight. And 
their durable bronze construction gives years of de- 
pendable service. 


There’s an EVER-TITE for every need—with EVER- 
TITE quality throughout. Ask your distributor now. 


ak 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street, New York 19, N. Y. 


has been reported from dealers who 
did not do this in w'nter weather. 
Sore batteries filled with cold elec- 
trolvte were unable to start the cus- 
tomer’s car, 


They’re Wiling—On the whole, 
deaJers have accepted the burden of 
stoc’ting electrolyte, sending empty 
case; back for refills, and pouring 
ac'd with the risk of splashing it on 
clothing, tools or equipment. One 
dealer who pointed out a corner of 
his lube room floor where the cement 
was eaten away by spilled acid, is 
one of the most enthusiastic en- 
dorsers of the dry-charge battery. 
Like other dealers he seems willing 
to handle acid as long as it enables 
him to sell fresh batteries. 


One dealer who gave up the Dri- 
Charge line after an initial trial did 
object to handling acid. He also 
said the first few Dri-Charge bat- 
teries he sold went dead from four 
hours to a day after installation. 
However, a few defects were found 
in some early deliveries of dry- 
charged batteries. This bad experi- 
ence at the outset evidently caused 
ths dealer to switch to another line. 


Money Back—As to the extra cost, 
both the dealer and the consumer get 
it back. For his extra dollar, the 
consumer is guaranteed three extra 
months on all of the threé battery 
lines. 

The dealer gets back his expense 
for acid because he collects an extra 
dollar from the customer but pays 
only 50c more for a Dri-Charge bat- 
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Sturdy steel drums and pails—made with care 


and accuracy in every detail—provide depend- 
able protection for the best sales assets of 
your products. They make certain that the 
qualities that have been sold to your customers 
remain safely sealed. 

That’s why J&L Steel Drums and Pails are 
standard packaging specifications for many 
leading product brands. They have proved 
through years of dependable service that they 
meet the most rigid tests for durability. 

Plants forthe manufacture of J&L Steel Drums 
and Pails are located in leading industrial 
centers to assure quick, efficient service to 
meet your requirements, Call the nearest J&L 
office . . . or, contact our headquarters office 
in New York City. 


JONES & LAUGHLIN STEEL CORPORATION 
Container Division 
CHRYSLER BUILDING © NEW YORK17, N.Y. 


PLANTS: Bayonne, N.J. ... Cleveland, Ohio . . . Philadelphia, Pa. ... New Orleans, La. 
«++ Kansas City, Kan. ... Atlanta, Ga. ... West Port Arthur, Texas . . . Toledo, Ohio 
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tery. From the scant attention paid 
to this feature of the Dri-Charge 
price schedule, it appears that deal- 
ers are satisfied with it. 

One source of extra cost as well 
as dis-atisfaction, present in former 
years, was the fragile glass acid con- 
tainers. If plactic bottles had been 
available when dry-charge shipp‘ng 
was first tried, instead of the glass 
containers then in use, the outcome 
might have been different. 

The other difficulty, dealer haste 
in putting the dry charged battery 
into service, is not so easily over- 
come. 

Firestone’s trade name, “Dri- 
Charge” as well as the phrase dry- 
charge or dry-charging as used here 
is merely a term of convenience. At 





the battery plant the batteries all 
go through the same charging proc- 
ess, with the plates immersed in a 
weak solution of sulphuric acid. 

The Difference—After charging the 
plates are dried out thoroughly and 
chipped, The process is nothing new 
to the battery industry. Exper-- 
ments have shown that dry plates 
will stand for years without de- 
terioration. 

It is not the manufacturing proc- 
ess, but the distribution that has 
posed all of the problems in storage 
battery merchandising. Storage of 
perishable batteries in warehouses 
and at service ctations has received 
a lot of attention, but the volume of 
adjustments for premature battery 
failure continues to be high. 





NEW, AIR-OPERATED 
EMERGENCY VALVE 


Petroleum haulers have long wanted an air- 
operated emergency valve. Here it is—and 
every bit as fine as all the other Philadelphia 
Valve products, which have served the indus- 
try for so many years. 

This is a compact elbow-type valve, made in 
both 3” and 4” sizes. There’s nothing to rust 
or get out of kilter. There’s no stuffing box to 
be repacked or tightened: You can mount the 
valve on any tank truck equipped with air 
brakes; it will never interfere with normal 
brake operation. Air cylinder can be removed 
as a unit. Compact control mechanism can be 
conveniently located at side or rear of truck. 
Finger-tip operation gives instant, full flow. 

The bonnet and piston assembly can be 
removed, in a matter of minutes, with the use 


of an extractor wrench which is operated 
through the manhole cover. This type of bon- 
net eliminates the necessity of steaming and 
getting into the tank in order to replace the 
disc. ft saves many costly hours of servicing 
time! (Our mechanically-operated emergency 
valves also provide this feature.) 

Two types: Multiple (any single valve or 
combination of valves can be opened at one 
time); Massachusetts (only one valve can be 
opened at one time). 

This valve is one more reason why you'll 
want to standardize on Philadelphia Valve 
Company equipment—first in the industry 
for economy, fast unloading, safety, long life, 
trouble-free performance. Send for catalo; 
170 for description of the full line, illustrat 
with engineering drawings. 


PHILADELPHIA VALVE COMPANY 


3415 ARAMINGO AVENUE, PHILADELPHIA 34, PA. 


PACIFIC COAST DISTRIBUTORS - 
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Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California 





The present dry-charge experiment 
is only at the half-way point. The 
first year of the trial seems to have 
turned out better than expected. In 
another year enough of the early 
dry-charged batteries will approach 
the end of their normal life to give 
conclusive proof of their durability. 

Actually battery men have few 
misgivings on that score. What they 
were waiting for was to see how 
dealers accepted the idea. If they 
think dealers w ll accept them fully, 
more companies will make an early 
switch to dry-charge battery ship- 


Giant Stop Light 


A new, wide-angle stop light has 
been especally designed for trucks 
and buces by Trippe Manufacturing 
Co, of Chicago. It has a shatter-re- 
sistant plastic lens in combination 
with an angularly fluted metal re- 
flector. 


Low Price Spoke Wheel 


B’ackstone Manufacturing Co., Chi- 
cago, has a new low-price Ine of 
wire spoke wheel assemblies. Retail- 
ing at $13.95 per set, the ascemblies 
are available for both 15- and 16- 
inch wheels and fit most cars. 


TBA Replacement Guide 


Service Station Supply, division of 
the Wilco Co., Los Angeles, has 
brought out a guide to TBA replace- 
ments for 1953 pacsenger cars and 
light trucks. It supp'ements the 
manual distributed in 1952.. Included 
are spec fications and part numbers 
on Prest-O-Lite batteries, Auto-lite 
spark plugs, Anderson Wiper arms 
and blades, cool’ng system capacities, 
Daytofi fan belts, Voit radiator hose, 
Auto“tat thermostats, Everseal and 
Berkson Radiator caps, AC and Pur- 


|* Olator filter @femetits ahd <lter kits, 
* Eversédl 


and» BerkSon'’ gias*’ caps, 
Littlefuse fuses and Eveready lamps. 
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Both trucks and cars are welcomed here because. . . 


Chief Oil Corp.’s spacious new service station is. . . 


Designed to Serve Them All 


By LEONARD CASTLE 
NPN Staff Writer 


Sprawling across 59 acres of land 
on the western outskirts of Cheyenne, 
Wyo., is a gigantic, new service sta- 
tion. 

It is remarkable for its size and 
because it offers the latest in service 
to truck drivers and the motoring 
public. For example, it features: 

—A 70-ft lubricating pit that can 
accommodate one truck-trailer rig, 
four automobiles, or three truck trac- 
tors. 

—Separate pump island areas for 
trucks and cars. 
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—Above-ground 
40,000 gal. 

—A restaurant capable of serving 
37 persons. 

—Extensive parking 
wide, sweeping driveways. 
—A TBA display room. 

—A dormitory for truck drivers 
now under construction. 

The station is owned by the Chief 
Oil Co., whose president, Jack Mabee, 
is plowing back about $200,000 to 
finance the new station and to re- 
model a tire-recapping plant ac- 
quired in 1945. 


Mr. Mabee figures his station will 


storage totaling 


space and 


pump 1,000,000 gal. during its first 
year of operation and figures on pay- 
ing out the investment over a five- 
year period. When all its facilities 
are completed the station will cost 
about $1£0,000. The remaining $50,000 
is going into the recapping plant 


The station is located on heavily 
traveled U. S. 30, the Lincoln High- 
way. It has a 4,000-ft frontage and is 
approached by three 44-ft wide drive- 
ways, Its spaciousness is emphasized 
by the long driveways—-255 ft., 228 
and 234 ft. 

The main building, set back 200 ft 
from the road, is built of brick and 
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SERVING THEM ALL 








PEEL ELT 


one Wats ’ 








TIRE RECAPPING plant is a comparatively new facet of Chief's operation. Plant specializes in recapping and repairing truck 
and other large tires 


contains the restaurant, display 
room and rest room. Mr. Mabee leases 
the restaurant to a private operator. 


The Pit—The outs ze lube pit is in 
an 80-ft. room across the rear of the 
building. Its drive-through design 
eliminates backing of vehicles. 


All the lubricants are stored in a 
separate room and are carried under 
pressure to the lube equipment lines 
hung every 10 feet along the walls of 
the pits. Motor oils are metered into 
cars and trucks from the pit. 





Above-ground storage, set well 
away from the building, consists of 
four 10,000-gal. tanks, one each for 
No. 1 and No. 2 Diesel fuel, regular 
and premium gasol’nes. The tanks are 
brightly painted because Mr. Mabee 
thought emphasizing the large 
amount of product stored at the sta- 
tion would be good advertising. 


The service area for trucks is lo- 
cated at the side of the building, 
away from the passenger car pump 
islands, which are in the conventional 
position at the front of the building. 
Separating the two areas reduces the 
possibility of traffic interference and 
accidents. 

“Na Pr nted Receipts—There are three 

OR aap . , ; truck islands and room for a fourth. 
erg Two of the islands dispense gasoline 
OVERSIZE lube pit at Chief's new station is designed for servicing both trucks and and No. 1 Diesel fuel. The third pumps 


cars. Several sets of grease lines speed jobs gasoline and both No. 1 and No. 2 
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Diesel. The pumps are equipped with 
high-speed ticket printers which 
stamp the amount purchased and the 
price as the sale is made. Truck own- 
ers like this service because they have 
a clear, accurate record of the pur- 
chase, and the tickets cannot be al- 
tered. 

The service area for automobiles 
contains four pumps, two each for 
regular and premium. 

A dormitory for truck drivers is 
being constructed 125 ft. from the 
main building. It will contain 20 sleep- 
ing rooms—each 10 ft. square, two 
beds to a room—four showers and 
four toilets. A large lounge will be 
furnished with easy chairs, television 
and three desks at which truck drivers 
may write reports and orders. 

Restrooms in the main building 
have glazed tile walls and ceramic 
tile floors. The women’s room features 
a built-in vanity table with two large 
mirrors, and four chairs. The men’s 
room contains a large mirror with 
a wide shelf to hold shaving acces- 
sories, a built-in seat, two chairs and 
a shower for truck drivers and tran- 
sient motorists. 

B'~-Tire Specialists—Mr. Mebee is 
spending approximately $50,000 to 
modernize the tire recapping business 
which the company acquired in 1945. 
The plant specializes in truck tires 
and tires used on off-the-road equip- 
ment, such as earth movers. It can 
recap anything up to a 1400 x 24 
earth moving tire. It can section and 
repair up to 2700 x 33 earth mover 
tires. 

About 60% of Chief's tire business, 
both new and recap, is with road 
building contractors. Last year, one 
contracting firm, bought some 2.000 
new tires of all types from Chief, 
and had 1,000 used tires recapped at 
the Chief plant. The new recapping 
plant, located in a building 96 by 60 
feet, is equipped with five molds for 
recapping the various sized tires. 

Chief Oil] Corp., distributor of So- 
cony-Vacuum products, was organ- 
ized in 1941 and last year, the com- 
pany distributed 4,929,000 gal. of gas- 
oline and Diesel fuel, 131,560 gal. of 
oil, and 191.955 Ib. of grease. 

The company supplies 14 stations, 
two of which—the rew truck terminal 
and the recapping station—it operates 
directly The others are leased to deal- 
ers. 


Truck Loading Rules 
For LP-Gas Releascd 


New safety precautions for loading | 


liquefied petroleum gas into trucks re- 
lieve the truck driver of responsibil- 
ity and place it on the loader at the 
racks. 

The rules were drawn up by the 
Safety Committee of the Natural Gas- 
oline Assn. of America. 

In a series of 12 rules the loader is 
given the responsibility to: 
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1. Remain in attendance at- all 
times during loading operations ex- 
cept for necessary operations connect- 
ed with loading. 

2. See that the driver properly spots 
truek, sets brakes, shuts off engine, 
radio and lights, and leaves cab. 

3. Place wheel chocks in front and 
back of a rear wheel. 

4. Fasten ground devices properly 
to clean unpainted surface of the 
tank to ‘provide metal-to-metal con- 
tact. 

5. Make all hose connections. 

6. Recheck all hose connections be- 
fore opening valves and starting 


pumps. 

7. Set gauging device to not ex- 
ceed maximum permitted volume and 
proceed to load. 

8. Be responsible for adding odorant 
when required. 

9. If leak develops, shut down op- 
eration and repair before proceeding 
with loading. 

10, After loading is completed, close 
valves and bleed pressure from hose 
before disconnecting. 

11. Disconnect hose ground devices 
and remove chocks. 

12. Give driver clearance for safe 
removal of truck. 





Power Pack Pumps 


Save money-on 
or split loads 


Now you can enjoy improved, lower-cost de-” 
livery service on either single or split loads. 
The Tokheim Power Pack simplifies the work 
of the operator. By-pass valve allows pump and 
motor to operate freely when nozzle valve is 
closed without building up pressure in the hose. 
This saves time, eliminates retracing steps be- 
tween truck and tank. Pump operates on an 
economical 1% HP gasoline engine, dispen- 
sing up to 20 gallons per minute. Delivers 
10,000 gallons of fuel on a gallon of gasoline. 
Write factory for literature and prices. 


General Products Division 


TOXHEIM OIL TANK AND PUMP CO. 


Designers and Builders of Su 


Factory Branch: 13u9 howard Sereet, San Francisco 3, Calif. 


single 


QUICK FEATURES 
@ New streamlined design 
@ Equipped with Register 

and Totalizer; Ticket 

Printer, optional 
@ Rotary pumping unit ond 

meter of same type as 

used in famous Tokheim 

Computer pumps 
@ Gate valve (standard) 

eliminates need for 

pre-determined 

stop mechanism 
@ Rigid, welded steel frome; 

metal housing 
@ Easy, economical 

installation 
@ Low original and 
operating cost 








Product Contamination 


rom | unprotected shipping containers! 


Use U-S-S DRUMS . . . protected by a special 
new cleaning and finishing process 








HROUGH a recently developed method of cleaning and 
SE secuiiies drums, U-S‘S Products has solved the problem 
of product contamination due to scale, dirt, grease and rust 
which plagues users of shipping containers. This special process 
not only cleans the drum of contaminating materials, but also 
retards rust and corrosion. In addition, the bond formed be- 
tween the coated steel surface and the paint makes it possible 
for us to give you a longer-lasting, better-appearing decorated 
container. 

Key to the U-S-S Products process is in the fact that a rust- 
inhibiting, finish-protecting coat is applied after the drum parts 
have been cleaned, completely descaled and formed—just prior 
to final assembly of component parts. As a result, you get drums 
that can more effectively withstand severe handling and 
weathering. Your products remain pure and uncontaminated 
by scale and other residues. This is better for you . . . and better 
for your customers. 





LOOK AT THE DIFFERENCE PROTECTION MAKES! 





The drum at left is an ordinary painted drum. 
After exposure to weather for one year it is 
badly rusted; in fact rust was very apparent 
after only one week. The drum at right is a 
U-S-S Drum. It, too, has been exposed to weather 
for a year... yet there is absolutely no rust on 
this drum! 


The handkerchief test proves the superiority of a U-S-S Drum. When the interior of an 
ordinary drum is wiped with a handkerchief, the handkerchief will pick up grease, dirt, scale 

"Vis Better to Ship ia Steel” and rust, as shown in photo at left. But the photo at right shows the cleanliness of the U-S-S 
Drum . . . the handkerchief remains absolutely clean! 


UNITED STATES STEEL PRODUCTS 


DIVISION 


UNITED STATES STEEL CORPORATION 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Los Angeles and Alameda, Calif. + Port Arthur, Texas + Chicago, ll. + New Orleans, la. ~ Sharon, Pa. 
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A new grease was developed in this laboratory that lubricates cornpickers with equal 
efficiency in both hot and cold weather 


Better Lube for Corn Pickers 


United Petroleum Corp. of Omaha, 
manufacturers, blenders and market- 
ers of motor oils and greases, has 
specialized in serving the farm trade 
since its organization in 1931. 

Because of its dependence upon 
the rural market, United always has 
been particularly sensitive to the 
farmer’s needs for oils and greases to 
do specific jobs as new types of farm 
machinery were developed. 

This awareness of the farmer’s 
problems was responsible for the de- 
velopment of United’s “Picker Lube” 
which is now used extensively for 
lubricating automatic corn pickers in 
13 midwestern and western states. 

When the automatic corn picker 
came on the market, it posed a seri- 
ous lubricating problem because it is 
used in both cold and hot weather, 
in dust and over frozen ground. 
Farmers began to complain that the 
greases they were using were satis- 
factory under some conditions but 
not under others. What was needed 
was a grease that could be pumped 
easily in both cold and hot weather, 


Four of United Petroleum’s seven grease kettles that handle 
batches of 10,000 pounds 
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that would adhere to the bearings 
under all temperature conditions. 

The problem was turned over to 
United’s laboratory and for a year 
the technicians experimented, mixed, 
blended and tested various comb na- 
tions of greases under all conditions. 
Finally, the laboratory came up with 
the product that now is marketed as 
United Picker Lube. United reports 
that many farmers use picker lube 
the year around in their other farm 
equipment. 


Laboratory Research and Testing 
—United’s modern, efficient labora- 
tory is a key part of the company’s 
operations. Tests are made of all 
raw materials to determ’ne whether 
they meet the company’s exacting 
demands. Samples of all finished 
products also undergo close examina- 
tion to be sure they conform with 
specifications before being shipped to 
customers. The laboratory also car- 
ries on considerable research work 
and it was here that United’s Picker 
Lube was developed. 

United markets primarily through 


rural oil jobbers, service stations and 
farm implement dealers. It uses the 
brand names “United Technical Lu- 
bricants” for greases, and “D-300" 
and “Uni-Penn” for motor oils. 

United Petroleum has an annual 
plant capacity of 12,000,000 pounds 
of grease and 2,000,000 gallons of 
motor oils on an eight-hour day 
schedule. This production, say Pres- 
ident E. L. Altrock, and Vice Presi- 
dent John McCollister, makes it the 
“largest complete Independent lubri- 
cating plant in the Midwest.” 


New Grease Gun Loader—Another 
United Petroleum development now 
popular among farmers is a unit for 
filling grease guns from a 40-pound 
pail. The pal itself is made of 24 
gauge steel with straight sides and 
a lug cover. When the cover is re- 
moved, the gun filling unit fits tight- 
ly over the opening and is held se- 
curely by four screws. This keeps 
any of the grease from spilling over 
the pail and prevents contamination 
of the grease from the outside. 


The filling unit consists of a ball 
check valve to which the grease gun 
is attached. The gun is then filled 
manually with a few easy strokes. 
No air pockets result and the gun is 
ready for use within a few moments. 

The grease is pumped through a 
1%-inch cylinder which extends from 
the filling unit to the bottom of the 
pail. Attached to this cylinder is a 
follow plate which lowers as the 
grease is being pumped out. This 
maintains the grease at a uniform 
level inside the pail and assures a 
constant, even flow. 


Grease Packaging and Processing 
—In regard to grease packaging, 
the most popular containers among 
farmers, are the 40 and 25 pound 
pails, However, the company pack- 
ages greases in containers rang.ng 
from one pound cans to 54 gallon 
drums. 

The various oils and greases are 
processed in seven mixing kettles, 
10,000 pounds to a batch. One of 
the kettles is used for lithium 
greases, two for aluminum stearate 
greases, and the others for gear oils, 
and calcium and soda based greases. 


Manifold system carries unfinished stocks to blending kettles 
and finished products to storage tanks 
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FINISHED TRANSPORT unit receives 3,400-gal. load 


Plastic Tank Boosts Payload 


A new type of transport tank for 
hauling liquids has been put in serv- 
ice by P. B. Mutrie Transportation 
Co., Waltham, Mass., transporter of 
petroleum products, chemicals, al- 
cohol and other products. 

The new carrier is a 3,400-gal. re- 
inforced plastic semitrailer transport 
tank which, it is anticipated, will per- 
mit increased payload, resulting in 
$3,357 more revenue annually as com- 
pared to a conventional steel tank 
transport. 


Manufactured by Carl N. Beetle 
Plastics Corp., Fall River, Mass., the 
tank is made of American Cyanamid 
Co.’s Laminac polyester resin and fi- 
brous glass reinforcement. The tank 
has half-inch thick walls and, accord- 
ing to the manufacturer, will meet 
all Interstate Commerce Commission 
safety requirements, including use in 
hauling gasoline and other volatile 
products. Mutrie currently is using 
the tank for hauling formaldehyde. 

The tank is a one-piece molded 


structure 21 ft. 9 in. long; 6 ft., 2 in. 
wide, and 4 ft., 4 in. high, unmount- 
ed. Fully equipped and mounted on 
a Fruehauf trailer, the unit weighs 
only 7,025 Ibs., 3,600 Ibs. less than 
the usual steel tank. 


More Payload— John A. Roberts, 
vice president and general traffic 
manager of Mutrie, says, “We esti- 
mate that on a run between Spring- 
field, Mass., and Montreal, Canada, 
for instance, the tank will increase 
our payload $32.28 per run without 
exceeding the 50,000 Ib. over-the-road 
limit. Based on two loads per week 
between these two points, the yearly 
increase is $3,357.12.” 


He adds, “An initial saving of 
$1,000 is also possible because, unlike 
a steel tank, no special lining is re- 
quired.” 

Special dent-resistant fenders and 
the hose and pump compartments 
are made of the same plastic-glass 
combination as the tank. 


The Beetle plastics company made 
a number of similar tanks for Ara- 
bian American Oil Co. for duty in 
Mid-Eastern deserts. The Mutrie 
tank, though, has more than three 
times the capacity of the Arabian 
American units. 


The plastic tank will not be in 
commercial production for some time. 
The manufacturers feel that only 
road experience will actually tell 
whether it will meet all road require- 
ments. Preliminary tests have indi- 
cated very satisfactory performance. 


Fewer Tank Trailers 


Manufacturing of oil tank trailers 
in the first six months of this year 
fell 11.5% below production for the 
same period of 1952. It was also 21% 
below the average six months’ pro- 
duction for 1951, but 4.6% over 1950. 
Here are the production figures: 

Oil Tank 
Trailers 
Shipped 

3,812 

5,065 

4,336 


Month and Year 

1950 (12 months) 
1951 (12 months) 
1952 (12 months) 
1952 (ist 6 months) 2,288 
1953 (1st 6 months) 1,996 
January . 253 
February 362 
March 389 
April 409 
May 304 
June 311 


Correction 


The motor vessel Gene C. Hutch- 
inson (NPN, Aug. 12, p. 58), is owned 
by Hutchinson Barge Lines, Inc., Chi- 
cago, not by’ Barge Lines, Inc., as 
reported in the caption under the 
picture. 
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Test Shows Automatic Transmission 
Works Well on Long Haul Trucks 


By HOLGER RIDDER, 
NPN Transportation Editor 


Automatic transmissions on passen- 
ger cars have become almost stand- 
ard equipment. About 95% of the 
buses carrying 40 passengers or more 
have them and torque converters are 
also being used in off-highway units. 

So far, except for GMC’s recent en- 
try in the field with an automatic 
transmission in the light duty truck 
field, this type transmission hasn’t 
made much progress in the truck 
field. 

Recent tests by White Motor Co. 
have uncovered some interesting facts 
about the use of torque converters 
in trucks of several sizes. 

Both advantages and disadvantages 
were discovered. Except on long 
hauls, trucks equipped with torque 
converters were found to use more 
fuel than trucks with direct trans- 
missions. These trucks also took 
more time to climb hills, 

But the torque converters made 
trucks much easier to handle in traf- 
fic, reduced engine maintenance, and 
were a definite convenience to the 
driver. 

Two White Motor executives, P. L. 
Gillan and W. 8S. Coleman, say one 
general conclusion was reached from 
the tests: “The one person who will 
really gain the most benefit from a 
good converter transmission is the 
truck driver. His tasks will certain- 
ly be made easier.” 

Testing two medium (16,000 Ibs. 
G. V. W.) trucks—one with conven- 
tional transmission and the other with 


a torque converter—tresulted in these 
findings: 

1. The converter equipped unit re- 
quired an average of 31% more time 
to climb a variety of hills. 

2. The converter equipped truck 
was slightly slower on acceleration. 

3. In 500 miles of stop-start service, 
which averaged two stops per mile, 
it used 28.8% more fuel per mile, 

4. The converter unit demonstrated 
a distinct advantage in ease of han- 
dling in traffic and on snow and ice. 

Store to Store Delivery—-White 
then installed a converter transmis- 
sion and two-speed axle on a unit 
in a fleet of trucks involved in store 
to store delivery. At -the end of 
15,405 miles, the following data was 
compiled: 

1. Practically all operation in the 
city was in the low range of the 
two-speed axle. The high range was 
used mainly on runs to the suburbs. 
Percentage use of each was estimated 
at 75% low range and 25% high 
range. 

2. Maintenance expense on engine, 
transmission and rear axle was nil. 

3. The truck was slow on steep 
grades. 

4. Fuel consumption was 6 miles 
per gal. as against 5.5 on the same 
truck prior to the change to the 
converter. 

5. Both the equipment manager 
and the driver were pleased with the 
truck. 

Tractor-Trailer Operation——Tests in 
tractor-trailer over-the-road opera- 
tion resulted in these conclusions: 

1. On converter units the average 
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number of gear shifts per mile ran 
from 45% to 65% of the nuwiater of 
shifts on the geared units. 

2. There was a maximum variation 
of 3% in average speed on each 
series of tests. In some cases the 
converter unit excelled and in others 
the geared unit was faster. 

3. The fuel consumption varied a 
maximum of 7% with the converter 
proving superior in several of the 
runs. 

4. Average engine revolutions per 
mile were consistently less on the 
converter units, the maximum differ- 
ence being 12%. 

Messrs. Gillan and Coleman con- 
clude: 

“Where an operator is experienc- 
ing high engine and drive line main- 
tenance expense, it is our belief that 
the torque converter transmission 
will help to alleviate it... 

“Whether it be reduced cost of en- 
gine and drive line maintenance, or 
driver ease that is the aim of any 
converter installation, the extent to 
which those goals will be realized will 
be in proportion to the variation of 
driving conditions. The converter’s 
greatest asset is its ability to auto- 
matically meet rapidly changing 
torque requirements.” 

* + > 

Trucking School—It's college time 
again for truck personne] in oil com- 
panies. In years past, oil company 
truck men have been well represented 
at training courses conducted by 
Pennsylvania State College, State 
College, Pa. 

There's nothing to indicate oi] men 
won't be on hand again for Amos 
Neyhart’s motor fleet supervisor 
training course which opens Sept. 14 
and continues through the 18th. 

The same will hold true at the 
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fourth course for commercial driver 
trainers when they converge on Penn 
State, for their course Oct. 12-16. 

Additional information regarding 
these courses can be obtained from 
either Amos E. Neyhart or George 
V. Deal, Institute of Public Safety, 
Pennsylvania State College, State 
College, Pa. 


* * * 


Legislation—Changes in truck size 
and weight laws, favorable in some 
respects to truck operators, were 
enacted this year by legislatures of 
at least 18 states. Laws unfavorable 
to truckers were rejected in four 
states. 

A survey of the situation shows a 
trend toward heavier penalties for 
truck overload violations, with such 
measures enacted in eight states. 

The boxscore by states shows: 

Arkansas—Truck size and weight 
limits liberalized, including extending 
over-all length for tractor-trailer com- 
binations from 45 to 50 ft. 

California—Legalized 40 ft. semi- 
trailer lengths, now uniform in 11 
western states, 

Connecticut — Increased maximum 
truck weight limit from 50,000 to 60,- 
000 Ib. effective Oct. 1. 

Florida—Truck weight per axle in- 
creased from 18,000 to 20,000 Ib. 

Georgia—Move to boost maximum 
legal length for trucks from 45 to 50 
ft. failed. 

Illinois—Provided 68,000-lb. maxi- 
mum weight for double tandem-axle 
tractor-trailer combinations 

Indiana—Increased ail fines for 
truck weight law violations by $5. 

Iowa—Axle load limit left at 18,000 
lb. but new law permits trucks to 
increase payloads by two and one 
third tons on same wheelbase by add- 
ing a tandem axle. 

Kansas—Move to boost maximum 
truck loads failed. 


Maryland—Move to cut axle load 
limit from 22,400 to 18,000 Ib. re- 
jected. 

Massachusetts—Rejected move to 
boost gross weight from 50,000 to 
60,000 Ib. 

Minnesota—<Action to permit 50 in- 
stead of 45 ft. long trucks failed. 

Montana—Boosted gross weight li- 
mit from 73,280 to 76,800 Ib. 

Nebraska—Enacted bill allowing 
trucks 5% tolerance above state’s 
present axle load limits and 3% toler- 
ance above present total load limit 
of 64,650 Ib. 

North Carolina—New tolerance law 
allows trucks to exceed state’s 18,000- 
Ib, axle-load limit by 1,000 Ib. with- 
out penalty. 

Pennsylvania—Move to liberalize 
45,000-Ib. weight limit failed. 

Tennessee — Weight limit raised 
from 42,000 to 55,980 Ib. 

Texas—New law provides operators 
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of overloaded trucks be penalized by 
requiring them to pay a license regis- 
tration fee for the excess weight. 


West Virginia—Proposal to in- 
crease truck length from 45 to 50 ft. 
and raise axle load limit from 18,000 
to 20,000 Ib. defeated. 

Wisconsin—New law permits vehi- 
cle combinations up to 50 ft. as 
against former 45-ft. limit. 


It is generally conceded among oil 
marketers that one phase of mar- 
keting—transportation—is one of 
the most promising fields for cutting 
operating costs. 


Speedier deliveries, faster loading 
and unloading, more efficient equip- 
ment—all contribute to reduced costs. 
Working against such economies, 
however, are rising labor costs and 
increased taxes. 

Just how big a factor taxes are in 
boosting truck costs can be seen com- 
paring these federal automotive ex- 
cise tax rates: 

Rate 
Rate dan. 1, 
19382 1953 
1c/gal. 2c 
4c/gal. 6c 


Tax 

Gasoline 

Lubricating oils 

Automobiles, motor- 
cycles 3% 

Trucks, trailers 2% 

Buses 3% 


Parts and 
accessories 


Tires 2%4c/Ib. 5c 
Inner tubes 4c/lb. 9c 


*Per cent of manufacturer’s sale 
price. 


2% 


In terms of dollars and cents, fed- 
eral taxes might make this sort of 
a dent in the profits picture. In 1932 
an operator would pay about $24 on 
a light-duty truck costing about 
$1,200. Today that truck might cost 
$2,000 (or more) with $160 in taxes. 
At 20,000 miles annually, federal gas- 
oline tax at the 1932 rate would be 
$25 and in 1953 $50. Tax on lubri- 
cating oils used would amount to $4 
of total purchase price while in 1953 
it would add up to $6. 


Add just the federal taxes for the 
two years and the 1932 total is $53 
on this one truck as against $216 
for the 1953 model. A difference of 
$163 in taxes for one truck in the 
first year of operation may seem 
small but if an operator has 10 
trucks in this category it means 
$1,630; 20 trucks $3,260 and 50 
trucks $8,150 in added costs. 


Add to this increases in state fuel 
taxes and general highway use taxes 
and the impact on operating costs 
takes on more significance. Sim- 
ilarly, it emphasizes the constant 
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need for new and more economic 
methods of highway transportation. 


An example of good public relations 
by a truck operator is a recent 
project of Ruan Transport Corp., Des 
Moines, Iowa. A 22-page pictorial 
book tells the Ruan story of trans- 
port service to the oil industry and 
the Midwest. 

Entitled Pulling Together, the book 
gives a pictorial and written account 
of Ruan’s operations. 


* . ” 


Oil Heat Institute of America has 


Yes, this Veeder-Root Gasoline 
Pump Computer speaks the lan- 
guages of 144 countries! It’s the 
modern protection provided to 
drivers by gasoline pump manufac- 
turers, gasoline refiners and their 
service-station outlets... to 
make sure they get full meas- 
ure in the tank, and the right 
change in their pocket. 
what’s more, it underscores 
the fact that “Veeder-Root 
Counts Everything on Earth” 
... electrically, mechanically 
or manually ... with standard 
and special devices of every 
conceivable type. 


ae 
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come up with a Truck Operator's 
Manual for Retal Fuel Oil Delivery 
which deserves more than a pass ng 
glance by the transportation segment 
of the oil industry. Manuals such 
as this are needed in all marketing 
segments of the industry, not just 
the fuel oi] field. Many oi] trans- 
porters have prepared similar man- 
uals, as have numerous major mar- 
keters, but the possibilities have just 
been skimmed over so far. The 
manuals can be an effective tool in 
promoting safer and more efficient 
truck operations. 











for Top Performance in 
GASOLINE PUMP COMPUTERS 


Veeder-Root 


World's Most Experienced Makers of Counters & Computers 


VEEDER-ROOT INC., HARTFORD 2, CONN. 


CHICAGO 6, ILL. ¢ GREENVILLE, S.C. © MONTREAL 2, CANADA ¢ DUNDEE, SCOTLAND 
New York 19 ¢ Offices and agents in principal cities 
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OIL PROGRESS WEEK BANNER, to be used on hotel marquee and lobby displays, is shown by Tennessee OIIC committeemen 


to Ben Bass, manager, Noel Hotel, Nashville. 


Mr. Redpath Mr. West 


Top level _per- 
sonnel changes 
recently reported 
by the Ohio Oil 
Co. include the 
retirement of E. 
B. Redpath as di- 
rector and execu- 
tive vice presi- 
dent after 48 
years with the 
firm. 

Succeeding Mr. 
Redpath on the 
board of directors 
is H. H. West, who continues in his 
present position as secretary. C. Z. 


Mr. Slick 
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Mr. Hardwick Mr. King 


Hardwick, formerly vice president 
and manager of refining and mar- 
keting, succeeds Mr. Redpath as ex- 
ecutive vice president. Mr. Hardwick 
has been a director of Ohio Oil since 
1948. 


H. C. King, formerly controller of 
the company, has been elected to the 
newly established office of financial 
vice president, and F. 8. Slick, assist- 
ant controlier, succeeds Mr. King. 


Pennzoil Co., of Oil City, Pa., has 
appointed Arthur W. Clinger vice 
president in charge of wholesale mar- 
keting. He joined the company in 





Left to right are: Emile Pellettieri, Southern Oil Service, Nashville; 
Charles Raley, Jr., Arkansas Fuel Oil Co., Nashville; and John Reed, Pure Oil Co., Nashville 


Mr. Bass; 


1928 and was assigned to the depart- 

ment of marketing statistics and re- 

finery yields. He was made general 

purchasing agent in 1932 and man- 

ager of wholesale marketing in 1948. 
* - - 


Mid - Continent 
Petroleum Corp. 
has appointed W. 
C. Parkey assist- 
ant manager of 
its Chicago sales 
division. He 
joined the com- 
pany in 1945 as 
territory man- 
ager in central 
Missouri and in 
Kansas. In 1950 
he transferred to 
the Tulsa division 
and was made distributor salesman, 
with headquarters in Springfield, Mo., 
in 1951. 


Mr. Parkey 


* = * 


J. B. Love, president of the Colonial 
Oil Co., Jacksonville, Fla., reports 
his company is completing a new 1,- 
000,000 gal. storage tank at its ocean 
terminal there and a new 1,800-foot, 
six-inch line from the terminal to 
the docks on St. Johns River. 
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TCP a Shell discovered ad- 


ditive, now blended into Shell 


(sasoline Premium Gasoline, sets the pace 


for the fuels of tomorrow. It’s a 
big plus for the man who sells 


under the Shell Dealer Franchise. 
CVE, ment Shell Premium Gasoline with TCP addi- 
tive was made available starting May 26 


in 16 cities across the country. During the 
first month, as near as can be figured, the 


e average Shell dealer in those cities picked 
up 335 new gasoline customers. 
nN CUTS It doesn’t take much mathematical 


ability to figure the increased sales in all 
departments—motor oil, lubrication, 
TBA, car washes and other profitable 
services—from these new customers. 


TCP additive is an outstanding example 
of the right product development intro- 
duced at the right time for a retail market- 
ing team that makes success a habit. 


If you want to keep company with a 
fast-moving combination, get the facts 
on the Shell Dealer Franchise. Find out 
for yourself why it pays more to sell 
petroleum products under the Shell 
brand. Call the Shell Oil Company office 


nearest you. 


*Patent applied for 


SHELL PREMIUM GASOLINE SHE! 


The Most Powerful Gasoline Your Car Can Use 


SEPTEMBER 9, 1953 
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OKLAHOMA CONTACT MEN who will work with county and community OIIC members to plan local Oil Progress Week 
celebrations meet with H. B. Miller, executive director, New York OIIC, and Richard W. Ellison, Service Pipe Line Co., Tulsa, 
ONC district vice chairman for the activities. Left to right are: D. D. Dillman, Gulf Oil Corp., Tulsa; W.W. Broome, Stano- 
lind Oil and Gas Co., Tulsa; J. H. Duncan, Deep Rock Oil Corp., Tulsa; V. C. David, Service Pipe Line Co., Shawnee; F. B. 
Stehr, Du Pont, Tulsa; Mr. Miller and Mr. Ellison; Walter E. Martin, Shell Oil Co., Tulsa; Merle Blakely, Carter Oil Co., Tulsa; 


Theo Antonio, Continental Oil Co., Ponca City; J. L. Artman, The Texas Co., Oklahoma City; and Eddie K. Kessler 


Standard Oil 
Co. (Ind.) direc- 
tors have elected 
Robert C. Gun- 
ness to the board 
filling the vacan- 
cy created by the 
retirement of 

F. Glair. 
Mr. Gunness will 
continue to serve 
as assistant gen- 
eral manager of 
manufacturing. 

Mr. Gunness 
joined Indiana Standard in 1938_as a 
group leader in its Whiting, Ind., re- 
search department. He advanced to 
assistant director of research in 1943, 
associate director in 1945, and man- 
ager of research in 1947. He became 
assistant general manager of manu- 
facturing in 1952. 


Mr. Gunness 


Gallipolis Terminal Co., of Galli- 
polis, Ohio, will enter the heating oil 
business for the first time this win- 
ter, according to Robert Caldwell, 
secretary-treasurer and manager, The 
company recently bought a new 
1200-gal. tank truck. 
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McGee, Oklahoma City 


J. A. (dim) 
Brady has been 
made manager of 
the lubrication 
department in 
charge of sales 
and application 
of products for 
Penn Petroleum 
Corp., of Detroit. 
He was formerly 
with Penola Oil 
Co. and lubrica- 
tion engineer for 


Mr. Brad 
d National Tube Co. 


Standard Oil 
Co. (Ohio) has 
appointed Wil- 
liam H. Foster 
manager of the 
specialty depart- 
ment in the con- 
sumer sales sec- 
tion located in 
Cleveland, Ohio. 
He succeeds R. 
0. Cowin who has 
retired. Mr. Fos- 
ter joined Sohio’s 
refining labora- 
tory 20 years ago, then switched to 
the Cleveland Division sales depart- 


Mr. Foster 





. Kerr- 


ment. In 1945 he became merchandise 
display coach and since 1946 has been 
assistant manager of the specialty 
department. 
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With Eaton 2-Speed Axles, 
a cost-cutting gear ratio 
for every road and load 


Eaton 2-Speeds enable drivers to select the 
right gear ratio for every operating condi- 
tion—starting out under full load, climbing 
grades, high-balling, quick shifting in traffic. 
Engines operate in their most efficient speed 
range, reducing stress and wear on vital 
truck parts. Operating and upkeep costs are 
at a minimum; trucks last longer, are worth 
more when traded in. Ask your dealer to 
More than a million-and-a-half explain how Eaton 2-Speed Axles give trucks 
Eaton 2-Speeds in trucks today! power when needed, speed when wanted. 


———=- AXLE SIVIision —— 
MANUFACTURING COMPANY 


CLEVELAND, OHIO 
& PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets *« Hydraulic Valve Lifters « Valve Seat Inserts «Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater Defroster Units « Snap Rings 
Springtites * Spring Washers *Cold Drawn Steel *Stampings *Leaf and Coil Springs ~Dynamatic Drives, Brakes, Dynamometers 











OW you can 
et it from 


Buyers of solvent-extracted base stocks and of 
finished blended oils for private branding ought 
to remember these advantages of buying them 
from Pure: 


1. 


Pure’s lube oils have a unique susceptibility to 
additive treatment resulting in low treating costs 
and flexibility in additive selection. 


. Uniformity is assured by manufacture using 


the most modern equipment and rigorous testing 
procedures. 


. The wealth of technical isformation and technical 


help available to a Pure Oil customer. 


. Production and transportation facilities equa! 


to any demand—with all tank cars, tank trucks 
and drums any order can demand! 


Write or call the nearest Pure Oil Wholesale 
Division for further information. 


PURE OlL COMPANY 
35 East Wacker Drive, Chicago 1, Illinois 


Pure Oil Company Pure Oil Company 
Box 1630 1306 First Street South 
Tampa, Florida Minneapolis, Minnesota 


Pure Oil Company Pure Oil Company 
Box 239 Box 271 


Houston, Texas Tulsa, Oklahoma 





